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Having entered the States of 
TEXAS and MINNESOTA 


We have desirable territory 
open for 
GENERAL AGENCIES 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 
























A Progressive SURETY and CASUALTY Company 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city of over 10,000 population. | Offers 
for the first time an exclusive agency in the following 
cities : : 


Illinios Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwaukee St. Joseph Bay City Altoona 
Cicero Racine St. Louis Flint : Chester 
Decatur Superior Grand Rapids _ Erie 
Bast St. Louis = Madison Nebraska Jackson Harrisburg 
Joliet Omaha Kalamazoo Philadelphia 
Rockford Kansas Lansing Reading 

: Wichita New Hampshire Saginaw Wilkes Barre 
Indiana Topeka Concord York 
Evansville Manchester 

‘ Nashua 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 


| BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 


1 


ce | SY cts 











OC 29 





UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-21 : $9,210,106.98 


* ACCIDENT 
AND HEALTH 
INSURANCE 





ALL LIABILITY 
LINES AND 
SPECIAL RISKS 


SURPLUS at 12-31-21 : $1,508,414.20 


EASTERN DEPARTMENT: 
55 John Street, New York City 






AUTOMOBILE 
AND TEAMS 
INSURANCE 
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WORKMEN’S 
COMPENSATION 
INSURANCE 
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A dependable policy such-as is 
written by the MERCHANTS 
LIFE is frequently the adjuster in 
the settlement of financial difficul- | 
ties—the one thing that satisfies i 
the banker in a crisis. 








MERCHANTMEN solicit busi- 

ness with the knowledge that every 

man needs life insurance as a pro- 

/, tection to his business as well as 
to his family. 

















There is a greater OPPORTUNI- 
TY for MERCHANTS LIFE 
SALESMEN today than ever be- 
fore. 





A FEW GENERAL AGENCIES 
OPEN TO THE RIGHT MEN. 





ere 


MERCHANTS LIFE 
INSURANCE COMPANY 


WILLIAM A. WATTS, President 
Des Moines, Iowa 
Organized 1894 


AAI 


Tuer Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter Jatt 
at the Postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CIX, Number VI, August 10, 1922; $4.00 per annum. wi 
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} Illinois Life Ceremony 
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Insurance Decisions 
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PROFITS FORMS CONTROVERSY SETTLED 


South Eastern Underwriters Association Agrees to Drop Word “Net” 


From Contracts Issued in Virginia 


NSURANCE men have been following with 
much interest the hearing last week con- 
ducted by Insurance Commissioner Joseph 
Button of Virginia into the forms and 

profits insurance controversy between the 
South Association 
and two that 
been writing business in Virginia and were 
erived of the Virginia Inspection and Rating Bureau for 
having failed to carry out some of the requirements of the 

Association, The two companies that incurred the displeasure 

‘ot the South Eastern Underwriters Association had been writ- 

hg profits coverage in Virginia on the basis of the assumed 

“gross profits” which the assured might have derived from the 

‘ale of goods had these goods not been destroyed by fire instead 

of upon the basis of the net profit shown by the books of the 

3 lured over a specified period, which is the only method per- 

3 Bsible under the rules of the South Eastern Association. 


Eastern Underwriters 


insurance companies have 


CoMMISSIONER CALLS MetHop WroncG 


When the matter was brought to the attention of the Com- 
loner, he refused to give reason to either the two compa- 
ee Or the South Eastern Underwriters Association and held 
x ta the Practice of both were in opposition to the theory of in- 
sane, which is to indemnify. Accordingly, Commissioner 
* On called a hearing at his office, which took place on Thurs- 


Profits insurance in this country is decidely in its infancy. 
It was practically unheard of prior to the war, although it dates 
back nearly twenty years in England. The stand taken by 
Commissioner Button seems to conform closely with the view- 
3ritish underwriters, who hold that there is no 
profits insurance 


point of leading 
warrant for using as a measure of loss under a 
policy some percentage of the asserted value of a given stock 
of goods at the time of its destruction by fire, nc matter how the 
percentage itself may be arrived at and determined, nor whether 
it be represented as “net profits.” Such 
a percentage of the asserted value of a stock of goods, whether 
the value be cost value, book value, or present market value, 
stands in no necessary relation with the actual profits of a going 
concern, since the profits are affected by numerous other factors, 
as, for instance, the comparative rapidity of the turnover. 


“gross profits” or as 


Accorp FINALLY REACHED 

As a result of the meeting in Richmond, which was attended 
by a number of Southern managers, it was agreed that pending 
the report of the committee on forms of the Western Union the 
Southern Association will drop the word “net” from its form 
in use in Virginia so that the insurance will cover profits. The 
two companies that were at odds with the Southern Under- 
writers Association likewise agreed to comply and the measures 
taken against them have been repealed. The measures taken 
at Richmond are, however, only temporary and the question 
has yet to be definitely settled. 
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THE SPECTATOR Tuna} 
LIFE INSURANCE PROGRESS, METHODS AND RESULTS 
Experience of American Companies During World War 
By DR. FREDERICK L. HOFFMAN 
(Continucd from Tur Specraror of August 3) 
. It will be of interest in this connection to place on record — speculations stood more successfully the test of an extra. 


a few facts regarding war risk insurance not generally known 
or understood. From the commencement of business opera- 
tions to August 31, 1920, the number of policies written was 
4,640,049, insuring $40,331,6040,000. Of this vast amount of 
insurance the truly colossal number of 3,535,032 policies lapsed, 
involving insurances amounting to $35,004,104,281. In other 
words, the lapse rate of the amount of insurance originally 
written was 86.79 per cent, which compares with the ordinary 
lapse rate of only 4.6 per cent for .\merican companies during 
the year 1919, and 9.66 per cent for industrial companies. Of 
the 4,640,049 policies written there remained in force on 
August 31, 1920, only 975,000 policies, of which 750,000 were 
still on the original term plan, while only 225,000 had been 
converted. These figures are official and made available 
through the Standard Statistics Service. 

To the foregoing I add the number of claims paid on account 
of the war, or on account of death subsequent thereto, number- 
ing 130,017 and involving the sum of $1,154,911,719. Thus 
regardless of the totally unsatisfactory experience in the matter 
of lapses and conversion it is clear that the benefits which have 
flowed from the War Risk Insurance Act have been well worth 
the cost to the Nation, for, after all, the major portion cf the 
expense of the undertaking was assumed by the taxpayers. It 
would have been much better, however, if the term plan of in- 
surance had never been used in connection with a measure more 
in the nature of economic relief than of group insurance based 
on the principle of uniform contributions shared in alike by all 
the contributors entitled to benefit in accordance with their 
contracts. It would also have been very much better if a 
uniform rate had been adopted regardless of age, and for a 
single sum of money—say $5,000—than to have complicated 
the measure by minute calculations under a large variety of 
plans and different options, all involving a totally unnecessary 
clerical service considering the fundamental objectives of the 
act, to make supplementary provision for the dependents of the 
soldiers who gave their lives in the great war. 


War EXPERIENCE 

The war experience of the life insurance companies not only 
of this country but abroad is one of the most extraordinary 
contributions to knowledge and an inspiring chapter in the 
romance of commerce. Not a single substantial legal reserve 
life insurance institution has failed in consequence of the war 
and the resulting losses, materially increased by the coincident 
pandemic of influenza. The losses have been paid without fric- 
tion and the additional burdens have been met in a spirit of 
whole-hearted liberality which challenges the admiration of the 
world. Never was a test more severe and never have theoretical 
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ordinary experience. The data are too complex to be deal 
with on an occasion like the present, but I may venture to make 
the suggestion that every company owes it to itself and ty 
the future to make the experience that has been had a matte; 
of public record for the benefit of all. It is estimated that 
the total number of battle deaths and deaths from wounds in 
consequence of the military operations of the World War was 
not less than 7,500,000. Of this colossal aggregate, Russia 
lost 1,700,000; Germany, 1,600,000; I*rance, 1,400,000; and 
England, goo,o0o. The losses for the United States are giver 
as only 50,000, although as a matter of fact the probable total 
number, including deaths from disease not the result of war 
casualties, was not less than 100,000. Estimates as yet vary 
widely on account of different methods of calculation, but it is 
probable that the ultimate total losses of the war, including a 
material reduction in the birth rate, and an increased mortality 
of the civil population, will not be less than 15,000,000. 

Our own war mortality experience was more disastrous than 
during any previous conflict as regards deaths in battle, but hap- 
pily the most favorable as regards deaths caused by disease. Dur- 
ing the Mexican War deaths due to disease caused a mortality of 
110 per 1,000 of mean strength, which compares with a rate 
of about 65 per 1,000 during the Civil War, of 25 per 1,000 
during the Spanish-American War, and less than 20 per 1,000 
during the World War. In contrast, however, deaths in battle 
increased from an average of. about 15 per 1,000 during the 
Mexican War, and about 33 per 1,000 during the Civil War, 
to something over 50 per 1,000 during the World War. All 
such figures, of course, require most careful interpretation, but 
they will approximately indicate the potential death rate that 
would have confronted this country if the war had been pro- 
longed for another three or four years, as might have been the 
case but for the bravery and efficiency of our troops, to which, 
by common consent, belongs the credit for the victory which 
was finally won. 


INCREASED MortaLity AND LAPSES 

Less conspicuous were the victories won at home. By 
prudent and conservative management the companies met the 
terrific strain, not only of an increased mortality rate but of a 
heavy lapse rate, and the serious depreciation in security values 
If no representative legal reserve company failed, not even ™ 
Belgium, which suffered most, the gratifying fact must be at: 
tributed to the nature of the investments, limited practically 
to the very best securities, upon the very best properties, cer 
tain to escape war damage as long as anything at all remained. 
This has been true particularly of the Belgian companies, which, 
though comparatively small by American standards, neverthe- 


(Continued on page 25) 
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ITH the exception of January and 
W March, July last was the worst 
month thus far this year, so far as fire 
losses are concerned, the loss in the United 
States and Canada, as compiled by the 
Journal of Commerce, having amounted 
to $3,667,750. This sum brings the total 
for the first seven months of this year up 
to $229,527,350, or over $30,009,000 more 
than in the corresponding period last year, 
and but $104,000,000 short of the loss for 
the whole year 1921. The outlook for an 
underwriting profit this year, with increas- 
ing Iusses and decreasing premiums, is 


not encouraging. 





HE question of expenses in fire in- 
surance is increasing in interest and 
is likely to be discussed not only by the 
National Convention of Insurance Com- 
missioners, at its annual meeting, but by a 
special meeting of representatives of 
rating Lodies which is to be held in the 
near future. This is a very important 
matter, in view of the tendency through 
recent years of the expense ratio to grow. 
Another feature in this connection is the 
view of some supervising officials that 
laws giving them supervision over rates 
and rating bodies imply a degree of con- 
trol over expenses, and particularly com- 
missions. Fire underwriters have a 
difficult task before them in reducing ex- 
penses, and there seems to be a general 
impression that cities where the highest 
commission rates exist are apt to feel the 
first effects of a movement for reduction 
in commissions. 


T ELIE recent meeting at Denver of half 
a Western insurance com- 
missioners, and their adoption of resolu- 


dozen 


tions in opposition to the standard adopted 
by the National Convention of Insurance 
Comnmussioners, after protracted study, 
for the calculation of fire insurance profits 
and losses, is likely to have little effect 
upon the main body of State officials. 
Similarly, the plan which would tend to 
place ail classes of insurance carriers on 
one levei, so that any class of organiza- 
tion reporting $100,000 of assets in excess 
of liabilities should be admissible to any 
State, and providing for the exclusion 
from other States of companies of a State 
refusing to admit a company on that basis 
of qualification, is not likely to gain a 
foothold 
commissioners. 
the few Western commissioners will give 


among the more conservative 


However, the action of 


more than usual interest to the coming 
annual meeting of the National Conven- 
tion of Insurance Commissioners. 


OW and then a daily newspaper re- 
fers to the advantages of life insur- 
ance, and a case in point is the recent 
comment by the Oklahoman, of Okla- 
homa City. This paper was impressed by 
John L. Shuff’s statement that insurance 
policies make up seven-eighths of the 
estates probated in this country, and also 
that 84 per cent of the children who leave 
grammer school without graduating do so 
because of parents having failed to leave 
estates of any kind. Upon this subject 
the Oklahoman says: 

Although many persons have taken advantage 
of the opportunities offered by life insurance 
companies, there are many who have not. It is 
surprising that the number of persons with life 
insurance policies is not greater. Life insur- 
ance provides an easy way to save money, while 
at the same time giving considerable protection 
to a man’s estate or to his relatives. It is quite 
a consolation to a man to know that when he 
dies he will leave enough insurance to pay his 
debts or to provide the comforts of life for his 
loved ones. Life insurance in a strong company 
is an investment that everyone should have. It 
is one that most persons can make. 





I* late, the question of expenses in 
O the fire insurance business has been 
receiving the attention not only of man- 
aging underwriters, but of State insurance 
officials. The theory has been advanced 
that if State officials are given supervision 
over the making of the premium rates to 
be charged the people, a degree of author- 


5 


ity over the expense of the business is 
implied; and as agents’ compensation 
constitutes one-half of the total expense, 
that item is likely to receive close scrutiny, 
and possibly criticism. An item of ex- 
penditure which should be pared down 
materially is that of taxes and fees. This 
disbursement has grown until it equals or 
exceeds five per cent of premiums—the 
proportion which the commissioners rec- 
ognize as being a fair profit—so that if 
the business is reasonably profitable, the 
companies split fifty-fifty with the State; 
but the State gets its quota of premiums 
whether the companies gain or lose on 
their business. As to agents’ compensa- 
tion, for many years past it has exceeded 
twenty per cent of premiums, and in 1921 
was about twenty-three per cent. This 
average represents little increase since the 
period directly before the war, and its 
material reduction presents a problem to 
executives and agents which it will be 
difficult to solve. Unless agents can make 
a living in the business, they will perforce 
have to change their occupations; and 
without agents, the companies would 
either lose much of their business, or 
would be obliged -to reorganize their 
methods of transacting business, which 
changes might result in as heavy expenses 
as under the present system. Various 
suggestions have been made looking to a 
solution of this difficulty, but none has 
appeared which has received universal ap- 
proval; for that matter, none is likely to, 
for anv change bringing reduced expense 
to the companies is sure to mean reduced 
income to at least part of the agency 
force. 





Detroit Life’s Business Increasing 

The completed record of business written 
during the month of July last by the Detroit 
Life Insurance Company shows a total of $1,- 
075,000. This compares with $788,000, the 
record of July, 1921, an increase of 36 per cent. 

During the first seven months of 1920 the 
amount of business produced by the Detroit 
Life was $5,932,000. 

During the first seven months of 1921, the 
total amount of business produced was $7,- 
793,000. 

The for the 
1922 is $8,960,000, an appreciable increase over 
last year, and a substantial increase over 1920. 

This business is written entirely in the State 
of Michigan. 


record first seven months of 


—Platt Whitman, Wisconsin Commissioner of In- 
surance, this week filed papers asking: authority to 
liquidate the assets of the Automobile Liability Com- 
pany of Milwaukee to settle claims outstanding. 
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N Blackstock, Pres. Emil Johnson, Secty. 


COMPLETE COVERAGE 
Automobile 
Insurance 


gnternational Jndemunitp Co, 
Home Office: Los Angeles 






























QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


wes all the usual coverage demanded by live salesmen (and buyers) and, 
in addition. has a new liberal and strong selling inducement in its provision of 
DOUBLE DEATH BENEFIT for accidents occurring while riding tn 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 





KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 

















































UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIUILLIAM STSEET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAC 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 


Reserve for Unearned Premiums.................... $1,149,297.48 

CORI DPE Sa ee ee ee ier 257,293.41 

ETTORE 

6 on Cian asies-000s 0 00 6400 9:06 See 

Gereles Ge Policyhnolders.. ..... ......cc2sccesveces 1,488,687.75 
MPERIMABBEES sc cnlssees cp ss adacaiess $2,895,278.64 

Wm. H. Palmer, President E. B. Addison, Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, .. ° $2,840,571 
Surplus to Policyholders, $4,090,571 





EASTERN DEPARTMENT WESTERN DEPARTMENT | 
D. HD H. DUNHAM, President NEAL BASSETT, V,P. and Mgr. 
. iCe-. 
A. H. HASSINGER, Sec’y W. T. BASSETT, Ass’t Manager 
NEWARE, N. J. CHICAGO, ILL. 





Poor Risks vs. Good. 


It is well known that the hazardous conditions brought out 
as the direct causes of the recent Arverne, L. I., conflagration 
exist in many other localities Hazards produced by flimsy 
frame construction, inflammable roofing, congestion and lack 
of fire breaks, can easily be diminished if some thought is given 
to fire prevention and protection against conflagration. 


In other words, the Arverne catastrophe points out strongly 
the inadequacy of the present building laws which can and 
should be remedied by public sentiment. Property owners 
once fully aroused to present fire hazards, will see to it that 
their homes and community are made safer by the adoption of 
your fire prevention suggestions. 


Let Continental engineers and inspectors be 
your advisers in helping you make good 
risks out of bad ones. 


THE CONTINENTAL 
INSURANCE COMPANY 
Eighty Maiden Lane, New York, N. Y. 


HENRY EVANS NORMAN T. ROBERTSON 
Chairman of the Board President “* AMERICA Fore® 
CASH CAPITAL: TEN MILLION DOLLARS 
CHICAGO MONTREAL SAN FRANCISCO 











THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary Charles W. Higley, Vice-President 
William Morrison, Asst. Secy. 
Home Office, Hanover Bldg., 34 Pine St., New York 








WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1922 





ASSETS. . ’ . $4,835,545-26 
SURPLUS IN UNITED STATES. . $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE.. . -$50,129,109.21 











THE SIGN OF GOOD CASUALTY INSURANCE 
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LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 
Established on 
a LOND 
LONDON GUARANTEE & ACCIDENT T 60, Ltd, ENGLAND 
Head Office: CHICAGO, ILL. F. W. LAWSON, General Managet 
F. J. WALTERS, Resident Manager, 55 5 Joke Street, New York. 
STOKES, PACKARD, HAUGHTON & SMI H, Pa. 
Resident Managers 434 Walnut Street, Philadelphia, 
ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, Mas 
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| FIRE INSURANCE NOTES AND EVENTS 











NEW YORK 

A Point of View or the Pressing Iron.— 
In April of the present year the exchange, in 
co-operation with the board, adopted a standard 
jor the electric pressing iron which included 
among other things a certain type of stand. In- 
asmuch as this stand is not yet on the market, 
this part of the specification was suspended from 
ooing into force until June 1, 1922, although 
ie other parts of the specification became effec- 
tive in April. It happened that until August the 
demand for these stands was not sufficient, so 
that the listed manufacturer felt warranted in 
going ahead with the dies, the cost of which 
represented quite a sum of money. It was then 
suggested that we further suspend the time 
dus this part of the standard should go into 
efect, but it was pointed out that the liberal 
moratorium already granted had apparently not 
succeeded in bringing the device on the market 
and a further suspension would probably be 
fatal to such a result. In other words, it ap- 
peared to be conclusive that the best way to 
get the stand on the market was to apply the 
penalization charges and see what developed. 

The Value of 1 Per Cent.—The recent vote 
of the New York Fire Insurance Exchange con- 
firming the outstanding pledge to grant a reduc- 
tion of I per cent in those boroughs in the City 
of New York where a new fire alarm system 
was established is perhaps losing much of its 
significance because the amount of this I per 
cent is not appreciated. It is safe to say that 
the sum will not be less than $200,000 a year 
for the portion now completed, which embraces 
all of Manhattan Island. possibly a little more. 
Assuming that the whole improvement cost 
three millions of dollars and only a portion of 
this was borne by the city, it will be readily 
realized that this saving to the citizens more 
than compensates for a good rate of interest on 
the cost and a sinking fund to wipe out the 
capital investment, 

Conditions More Settled as to Business. 
—From both sides of the continent returns are 
now being received by the New York Board 
of Fire Underwriters indicating that the total 
of premiums received will show no loss for the 
frst six months of this year compared with the 









of one ago. This in- 
dicates a stability of conditions and it is inter- 
esting to note that the figures from San Fran- 
cisco show not a diminution for the first six 
months compared with those of a year ago, but 
in reality an increase of $250,000, almost 10 per 
cent. This will indicate that business, if not 
looking up, at least is becoming settled all over 
the country. 


first six months year 


BOSTON AND VICINITY 


Nominated for Fire Commissioner.— 
Icrmer Representative Theodore A. Glynn of 
Roxbury has been nominated Boston’s fire com- 
missioner by Mayor James F. Curley, Congress- 
man Peter F. Tague having declined candidacy 
for that position. Mr. Glynn’s name has been 
forwarded to the civil service commission for 
The salary attached to this posi- 
tion is $7500 a year. Mr. Glynn has been 
president of the Tammany Club for several 
years and was very active in Mayor Curley’s 
campaign. He is now a New England agent 
for a large packing house. 


ratification. 


New England Meet Bears Fruit—The 
seed planted at the convention of New Eng- 
land Agents held in New Hampshire is already 
beginning to bear fruit. Arrangements have 
been made for a conference between the New 
England Insurance Exchange and the New Eng- 
land Advisory Board, September 29, in the Ex- 
change rooms. This conference, it is felt, will 
be a clearing house for complaints and mis- 


visory Board was held at the Atlantic House 
at Nantasket, to follow through various ideas 
that originated at the New England convention. 
Representatives from every State of New Eng- 
land were present and only one member of the 
board was unable to attend. 


Watching Mutuals.—For some time the 
fire insurance fraternity of New England has 
been closely following the activities of a group 
of Western mutuals who are attempting to get 
a foothold in New England and particularly in 
Massachusetts. 

The group consists of the Grain Dealers Na- 
tional of Indianapolis; Lumbermens Mutual of 
Mansfield, O.; Michigan Millers Mutuals of 
Lansing, Mich.; Millers Mutual Fire Insurance 
Association of Alton, Ill.; Millers Mutual Fire 
of Ft. Worth, Tex.; Mill Owners Mutual Fire 
of Des Moines, Iowa; Northwestern Mutual 
Fire Association of Seattle; Pennsylvania Mill- 
ers Mutual Fire of Wilkes-Barre, Pa., and also 
the United Mutual Fire of Boston,, Mass. This 
group has formed within themselves an under- 
writing known as the Improved 
Risk Mutuals and has been soliciting big in- 
dustrial plants and other large risks. Thomas 
FE. Sears, a well-known broker, at one time 
wholly identified with the stock interest with 
Gilmour, Rothery & Co., with offices at to High 
street, is with them on a commission basis, it 
is said, and he is also described as insurance 
advisor for the Associated Industries of Massa- 
chusetts, a powerful organization of some of 


association 


























understandings that have arisen, and have for- the largest concerns in New England. The 
merly been discussed by mail. It promises to representatives of the “Improved Risks 
be an interesting and beneficial session. Last Mutuals” in Boston are Gale & Stone. 
week a special meeting of the New England Ad- (Continued on page It) 
SEMI-ANNUAL STATEMENTS 
Extracts from Reports of Fire Insurance Companies to Georgia Insurance Department as of June 30, 1922 
sewss ——————a 7 ; — 
Name and Location of Company Cash | Assets Net Cash Claims 
Capital Surplus Premiums Paid 
at $ $ s | s | $ 
Pitianeus Miata) Mies Caicos Sense eka os wae | eels 329,208 109,635} 117,841 45,053 
Croeenes NPs hee Sores ec ve ened es | 400,000 2,048,661 670,842) 409,664) 391,213 
Great Southern Fire, Ga................ aad 100,000 143,556 _ 23,281) _ 15,295) 5,852 
Hardware Dealers Mutual, Wis........ - “saree 1,280,939 527,017 760,394) 294,586 
Lumbermen’s Mutual, Ohio............. 7 1,841,721 784,71 > 879,423 375,547 
Mercantile Mutual Fire, R.I............. ‘fiake °° comeetenens 532,407) 329,250 251,356 | 14,149 
Minnesota Implement Mutual Fire, Minn....... | me aeta 1,425,513 562,626 882,798) 316,629 
Retail Hardware Mutual Fire, Minn. ae ee re 2,031,205 1,145,082 892,860) 348,943 
Gnemtheun WENCH: Cities cos oi cccweecwcemececaseh  eeemes 1,069 557 735,202 171,006) 47,424 
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THE INDUSTRIAL veaieerile * 
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OF FIRE INSURANCE So 
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EXHIBITION DEVELOPING 


Endorsed by Leading Organizations 
Interested in Fire Prevention 








PEAK OF EFFORT OCTOBER 2-7 


Lectures to Be a Feature on Program at 
Twenty-second Regiment Armory 
Manufacturers of fire-resistive materials and 
of fire-fighting and retarding apparatus, for the 
frst time, will have the opportunity of taking 
part in a fire prevention exposition to be held 
October 2 to 7 at the Twenty-second Regiment 
Armory, New York city, where will be shown, 
by exhibit and demonstration, what a vital part 
is the fight against the great annual fire loss is 
played by fire-safe materials and apparatus. 
The exposition originated with the Fire Pre- 
vention Committee of the National Association 
Agents as part of its program of 
fre previ .cu activities. It has been endorsed 
by the National Fire Protection Association, 
the National Association of Credit Men, by 
President Frank G. Reynolds of the Interna- 
tional Association of Fire Engineers, the Na- 
tional Board of Fire Underwriters and other 


of Insura 


associations, 

The problem of reducing the terrific strain 
on business caused by preventable fires, that 
seem to be increasing each year, is one that has 
long engaged the attention of these organiza- 
tions. At the present rate of burning, prop- 
erty worth $1,300,000 is being destroyed each 
day. This is a financial burden which is borne 
by business men, for the fire insurance com- 
panies, contrary to general belief, do not bear 
this loss—they simply pay out $1,300,000 each 
day that has been paid in to them in premiums 
by the public. 

So great has the strain on business become 
that on June 26, this year, at the request of 
these organizations, Governor Ritchie of Mary- 
land called a conference of the Governors of 
New York, New Jersey, Maryland and Vir- 
ginia. This conference adopted a motion to 
present the matter of fire waste and conserva- 
tion to the Chamber of Commerce of the United 
States and on July 12 a conference of repre- 
sentatives of the four associations named above 
and of the American Institute of Electrical En- 
gineers, Railway Fire Protective Association, 
American Institute of Architects, American So- 
ciety of Mechanical Engineers and of the Boy 
Scouts of America was held at Washington. 
At the Washington Conference the Chamber 
of Commerce of the United States was asked to 
undertake the responsibility of educating or- 


ul ganized business men to the huge annual tax 


caused by fires. President Barnes of the Cham- 
her accepted this responsibility and plans are 
now under way for a national citizens’ fire pre- 
Vention campaign. 

The peak of this year’s effort will be reached 
during National Fire Prevention Week, October 
vs 7, and the first fire prevention exposition 
will be its greatest educational feature. It is 
purposed to show, by means of the exposition, 
the latest ideas in fire-safe construction and also 
'0 demonstrate to the public the proper ap- 





pliances to be used in fighting: and preventing 
fires. 

A lecture hall is in the armory building and 
it is planned to make each day of the exposi- 
tion a special day, with lectures and motion 
pictures in the lecture hall. One day will prob- 
ably be devoted to municipal authorities and 
fire department officials, with addresses on 
municipal fire prevention and protection. Mo- 
tion pictures illustrating these will be shown. 
Another day will be given over to the children, 
who will be shown what they can do toward 
helping reduce the fire loss. A third day will 
be for plant managers and executives, who will 
be shown the hazards of industrial plants and 
told how these can be eliminated. 


BALTIMORE DISPUTE SETTLED 


Short Meeting Brings Peace Between 
National Board and Salvage Corps 

At one of the shortest meetings ever on rec- 
ord the dispute between the National Board of 
Fire Underwriters and the Baltimore Salvage 
Corps was settled definitely. The meeting was 
held Thursday, August 3, and was attended by 
W. E. Mallalieu and O. E. Schaefer for the Na- 


tional Board. James A. Richardson headed 
the contingent of Baltimore local agents at- 
tending. 


The corporation finally allowed the proxies 
held by Mr. Mallalieu and on that basis a 2 per 
cent premium tax for the upkeep of the corps 
was voted. The entire meeting only occupied 
ten minutes. 

Underwriters Laboratories Make Arrange=- 
ments Abroad 

An arrangement has been entered into be- 
tween the Fire Offices Committee, London, and 
Underwriters Laboratories of Canada and the 
United States of covering the 
examination at factories and labeling of fire 
appliances manufactured in England intended 
for export to North America, the service be- 
ing identical with that rendered by Under- 
writers Laboratories for goods manufactured 
in Canada and the United States of America. 


America, 


Club House Fires 

The recent destruction of the house of The 
Maidstone Golf and Tennis Club at Easthamp- 
ton, L. I., draws attention to the subject of 
club house fires. As to this topic, “Fire Insur- 
ance Inspection and Underwriting,” by C. C. 
Dominge and W. O. Lincoln; published by The 
Spectator Company, says: 


Cius Hovses 
A class which should be carefully inspected 
before lines are bound. They may be good fire 
risks if well organized and in good neighbor- 
hood or they may be very undesirable, with 
membership of a low type and in a poor neigh- 
borhood. In the latter case buildings are gen- 
erally run down and could not be used for any 
other purpose. Hazards are smoking, heating, 

lighting, untidiness and brawls. 


Wasurincton, D. C., August 7.—Accidents at coal 
mines in the United States during June, the third 
month of the strike, resulted in the loss of ninety-two 
lives, according to reports the United 
States Bureau of Mines from State inspecotrs, 


9 


received by 


MISSISSIPPI RESTLESS 


Jolt May Be in Store for Stokes V. 
Robertson 


ATTEMPT TO REDUCE HIS FEES 


Petitions Being Circulated to Put Col- 
lector on Salary Basis 


Jackson, Miss., August 8.—Stokes V. Rob- 
ertson, Mississippi’s revenue collector, who in- 
stigated the famous suit against 139 fire insur- 
ance companies, and who has more recently in- 
dulged in a campaign against the local fire 
companies, organized in Mississippi since the 
withdrawal of the older companies, received a 
jolt, which was very likely most unexpected, 
last week, when petitions appeared simultane- 
ously in Jackson and some of the larger towns 
in the Mississippi, requesting that the people of 
the State, under the present initiative law, be 
given an opportunity to decide whether or not 
the revenue agent be placed on a salary basis. 

The petitions have evidently been pretty 
widely circulated through the rural districts, 
and the whole scheme has been put through by 
those engineering it, without noise, commotion 
or excitement. The movement was not gen- 
erally known to have been on foot, and the ap- 
pearance of the petitions in Jackson caused 
some little surprise. 

It has not been learned who started the cir- 
culation of the petitions, but a number of them 
seem to have been drawn up and sent out about 
the same time, and when they reached the 
larger towns it was found that a large number 
of names were already appended. 

If the measure is enacted, the revenue officer 
will hereafter draw a flat annual salary of 
$5000. A centingent fee of 10 per cent of all 
penalties imposed is allowed, but this is to be 
expended for expenses absolutely essential to 
the prosecution of suits for taxes and other 
revenue, and explicitly excepts attorneys’ fees, 
the proposed law providing that future suits 
shall be prosecuted by the district attorneys of 
the State, at the instigation of the revenue 


officer. 
* * * * 


A considerable amount of gossip is going 
around in Jackson as to what will happen in 
fire insurance circles in Mississippi during the 
next sixty days. 

It is confidently believed that the State 
Supreme Court will hand down a decision in 
the anti-compact suit early in the fall, and local 
agents are naturally hopeful that the opinion 
will be favorable to the companies they for- 
merly represented, and optimistic over their own 
outlook, regardless of what the court’s deci- 
sion may be. 

A special agent of one of the large New Eng- 
land companies was in Mississippi last week, 
and declared that, in the event the decision 
should be unfavorable to the companies, a 
number of large and reputable companies, not 
hitherto operating in Mississippi, had signified 
a willingness to come in and get a share of 
the business. 
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The Warehouse Matter 

Some progress has been made in regard to 
the warehouse matter and the effort to stabilize 
conditions is gradually being brought to the 
point where an agreement all around may be 
cured. A sub-committee of the Survey Com- 
mittee of the New York Board of Fire Under- 
yriters have brought together material for a 
yew stipulation and that may be in shape for 
consideration by the full committee this week. 
In addition to that, however, some progress un- 
doubtedly will be obtained from the meeting 
held to-day, in the rooms of the New York 
Board of Fire Underwriters. At the meeting 
on Wednesday there were representatives from 
the Collector of the Port; the Warehouse Men; 
Fire Department; The New York Board of 
Fire Underwriters; and the New York Fire 
Insurance Exchange. There was a general 
agreement that no hasty action should be taken, 
but it was recognized that all parties considered 
that it was desirable to have the conditions of 
the warehouse storage so thoroughly understood 
that the thing which happened on Jane street 
may be impossible in the future. 

More Business Being Offered on the Street 
August is just naturally an off month for in- 
surance. Consequently it is no surprise to those 
on the Street to hear talk of little business and 
slack times. It may be encouraging to many 
to learn that offices along the Street are busier 
than they have been for some time. The man- 
ager of one office reported early this week that 
more good stuff is being offered on the Street 
than for several months past and that com- 
panies are throwing out less business than for- 
merly. The betterment seems to be general, he 
declared. Another manager, in answer to the 
query of “Is business picking up, so far as you 
know?” replied that his office was working at 
high pressure and to him the outlook seemed 
much better. 


James G. Batterson Made Resident 
Manager 

The appointment of James G. Batterson, 
resident director of the Travelers Insurance 
Company, to be active manager of the New 
York city offices of the Travelers and the 
Travelers Indemnity Company following the 
EO ~ —— 
Mississippi Restless 

(Continued from page 9) 

The recent entry of the New York State Fire 
ot Albany is regarded as significant. Other 
Companies with just as large reinsurance facili- 
tes as the New York State are inclined to come 
and get some of the business. 

It is remarkable that there has not been a 
material falling off in premium income during 
the last sixty or ninety days, and as far as can 
be judged, the companies enjoyed a satisfactory 
experience in the State during the first six 
months of the year. 


resignation of Floyd M. Dull was announced 
Contracts will be signed by Mr. 
No other ap- 
Dull’s resigna- 


last week. 
Batterson as resident director. 
pointments as a result of Mr. 
tion are contemplated, it is said at the offices 
of the company. 


Insurance Society Plans 

The Insurance Society has projected a very 
busy and announced that three 
courses in fire insurance will be given; two 
courses of the institute in casualty insurance, 
namely, the first and second year; a course of 
seven lectures in what are known as the “Side- 
lines,” such as Weather Insurance; and finally 
at the 


season has 


at least two meetings with a dinner 
Hotel Astor. 


Standard Licensed 
The Standard Insurance Company of New 
authorization 
Department 


York received its certificate of 
New York Insurance 
Announcement of the Metropolitan 
expected 


from the 
vesterday. 
representation of the company is 


shortly. 


Losses Drop 

The New York Board of Fire Underwriters 
in its report on July losses shows a marked de- 
crease in the number of fires. The class heaviest 
hit continues to be the women’s wearing ap- 
parel lines, while groceries are second. 

N. Y. Federation Seeks Members 

An appeal for new members is being made by 
the Insurance Federation of New York State 
in order to effectively combat interests fighting 
the established system of insurance. 


Montreal, Can- 
It will 


—The National Casualty Company, 
ada, has been chartered with $500,006 capital. 
accident insurance. 


write both fire and 


Surveys 
(Continued from page 7) 

Already one of the big agencies in Boston 
has broadcasted a trenchant criticism of these 
aggressive mutual competitors and it is signif- 
icant that at this time the mutual fire insurance 
association, composed of the old-time “dwelling 
house” mutuals, is conducting a dignified pub- 


licity campaign of an educational character in 
the principal cities of New England over the 
names of twenty-two of the member com- 
panies. 

Great American Appointment.—The Great 
American announces the appointment of G. M. 
Lovejoy, Jr., as special agent for Eastern Mass- 
achusetts and Rhode Island. Mr. Lovejoy has 
been in the service of the Great American for 
the past two years, first as inspector and for 
the past few months as examiner in the New 
He is now located at 4 
Agent K. S. 


England department. 


Liberty square with Special 


Ducayet. 


II 


PYRENE EXONERATED 


Investigations Show That Such Ex- 
tinguishers Were Free from 
Deleterious Ingredients 


MAYOR HYLAN INVITED TO SUBWAY 
TEST 


Continued Use of Pyrene Ordered for 
Electric Short Circuits 
Following an electrical fire which occurred 
in the New York subway several weeks ago, 
and in connection with which there was some 
criticism of Pyrene fire extinguishers, an in- 
vestigation of the conditions was made and the 
Transit Commission issued a report in which 
it was stated that there apparently were no 
really serious cases resulting from the effects 
of possible toxic gases; that the symptoms 
given in the hospital records can all be ac- 
counted for by the known effect of gases re- 
sulting from the burning of insulating ma- 
terials, rubber, varnish and paint, and that the 
symptoms given are not characteristics of phos- 

gene or carbon tetra-chloride poisoning. 

The Transit Commission’s physician inter- 
viewed nine members of the train on which the 
accident occurred, all of whom remained in 
the tunnel until all of the passengers left the 
train. Several of these men had been actively 
engaged in fighting the fire, and four of them 
felt no ill effects whatever and remained with 
the train until it returned to the yard. One 
was slightly affected, but was revived by taking 
a glass of water. Two others were taken to the 
hospital, where one remained five minutes and 
the other twenty-four hours. None of the 
train crew showed any symptoms of poisoning 
by phosgene gas. Similarly, the physician was 
unable to find any symptoms of phosgene 
poisoning among other cases admitted to the 
hospital. 

As to Pyrene extinguishers, seven of them 
were used in breaking the electric arc and ex- 
tinguishing the resulting fire in the insulation. 
A subsequent test of the contents of the ex- 
tinguishers showed that the samples were free 
from the deleterious ingredients often accom- 
panying carbon tetra-chloride and were well 
within the requirements of the Underwriters 
Laboratories. 

The chief of the Materials Inspection Divi- 
sion, assisted by experts from the Bureau of 
Mines, also conducted a detailed investigation 
into the use of the Pyrene fire extinguisher in 
subways. He reported that carbon tetra-chlo- 
ride is a standard fire extinguisher in general 
use and is approved by the National Board of 
Fire Underwriters. It is particularly adapted 
for fires produced by short circuits in elec- 
trical equipment and apparatus, because it is a 
non-conductor of electric current. With a cer- 
tain combination of red hot metal and oxygen, 
phosgene gas may be found, and also chlorine 
gas, but the report explains that the conditions 
for forming phosgene and chlorine in appre- 
ciable quantity were absent, and concludes that 
the vapors of the carbon tetra-chloride and the 
chlorine gas that may have been formed con- 
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PETER EPES, Supt. Agents 


E. P. AMERINE, Secy, 


$2,089,936.09 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


@Georgia Casualty Company, macon, 6a. 


W. E. SMALL, President 


AUTOMOBILE 
PLATE GLASS 


BURGLARY 
LIABILITY 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 


% American—Have you thought of it? 











MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 





KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 














W. A. Johnson, Pres. J. A. Walker, Sec’y and Treas. 


MISSOURI 


Life and Accident Insurance Company 


Home Office 
St. Louis, Missouri 


Capital fully paid $100,000.00 


ADMITTED ASSETS DEC. 31, 1921 $396,291.00 





THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Msgr. 

















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
a ae OS POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

r. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 











Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


Insurance in Force over $95,000,000 
Assets over 8,000,000 


Operates in Texas only 






























THE MASONIC MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921. . $42,448,000.00 
Gain in Insurance in Force.. ... 30,124,750.00 
Insurance in Force December 31, ‘1921... 101,222,295.00 
Assets....... PEM preiete arses aisle lento sass ere ce Pe 4,613,494.57 
Increase in Assets..............-.....-.-. 1,518,954.00 
Increase in Reserve... : 1,282,156.00 
Increase in Surplus....... 225, 575.00 


UNEXCELLED LIFE INSURANCE PROTECTION— 
LOWEST NET COST—ABSOLUTE SECURITY—PER- 
FECT SERVICE—SQUARE DEALING—A SATISFIED 
. IELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. C. 



















ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 
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—=— 
‘buted but little to the discomfort, which was 
tribute . 
ainly due to smoke from burning insulation, 
main} ; 

c, As soon as the electric current was turned 
etc. as t 

g the fire was easily and quickly extinguished, 
of, ‘ 
and members OF the train crew stayed within 
jew feet of the fire through its duration 
a ; 

without suffering ill effects. 

EXPERTS 


FAVORABLE REPORTS OF 


The Transit Commission’s report refers to 
having requested the Bureau of Mines to con- 
d 5 

duct experiments with the use of tetra-chloride, 


but says that : 

In the meantime our study of the results of 
the use of Pyrene in this instance conclusively 
shows that its use was in no way dangerous, or 
even discommoding. The continued efficient 
operation of the subways is essential to the life 
of the city, and this efficient operation requires 
the use of some immediately available fire ex- 
tinguisher in case of electric short circuits, 
which are always possible of recurrence. Tetra- 
chtoride is the best known and most universally 
accepted extinguisher for this purpose. Noth- 
inc has been discovered by the closest investiga- 
tion to justify ordering its discontinuance. The 
general manager of the Interboro system has 
ordered his employees not to use the Pyrene 
extingtisher on electric arcs. Until a better 
substitute is found, it is believed that failure 
to use the extinguishers is likely to result in 
more damage and inconvenience to the public 
through increased smoke and delay than could 
possibly result from the use of the extinguish- 
ers. It is therefore recommended that the Com- 
mission direct the Interboro to resume the use 
of the tetra-chloride extinguishers in case of 
electric short circuits as it has been heretofore 
used, 

Mayor Hytan Invitep To TEST 

President Walter Bauer of the Pyrene Manu- 
facturing Company is arranging for an ex- 
haustive public test of Pyrene under the most 
exacting conditions, and has invited Mayor 
Hylan of New York and the administrative 
heads of the city government to witness the 
test, which Mr. Bauer is confident will estab- 
lish the value and effectiveness of the Pyrene 
extinguisher in controlling electrical fires. 





(Guardian Life Men to Attend Toronto in 
Force 

Managers and agents of The Guardian Life 
Insurance Company of America who have quali- 
fed for the company’s Leader Club are getting 
ready for the fifth annual convention of Guar- 
dian fieldmen at Toronto, August 16, 17 and 18. 
The club year ended on July 31, and in this 
final month the field force gave a very good 
account of itself by exceeding last July's paid- 
for business by a good margin. During the 
brief time before the convention a special sur- 
prise campaign is being conducted by the field 
‘oree in honor of Vice-President T. Louis 
Hansen, In the absence abroad of President 
Carl Heye, Mr. Hansen is now the directing 
head of The Guardian, and the men and women 
who have for many years been under his direc- 
tion in the field are going to pay their respects 
fo him in a novel way at the convention. 
_ Toronto was selected as the meeting place 
‘or this year's gathering, of The Guardian’s 
leading producers to give them an opportunity 
0 stay over to attend the International Con- 


PART=TIMERS ANALYZED 


Insurance Commissioner T. B. Donald- 
son of Pennsylvania Gives Views 
on Part-Time Agents 


INDIFFERENT ONES SHOULD RETIRE 


Advisory Boards and: Full-Time Agents 
Told of Rights of the Public and 
Fair Treatment of Part-Time 
Insurance Men 
Commissioner T. B. Donaldson has issued an 
analysis of the conditions leading to and main- 
taining the part-time agent and broker in the 
insurance business; and he also tells how the 
indifferent ones may he eliminated, by the co- 
operation of advisory boards, full-time agents, 

and company home offices. He says: 

Since the inception of insurance departments and 
the resultant cumbersome hit-and-miss licensing sys- 
tems, departments have never been satisfied with the 
prevalence of the indifferent “part-time’’ licensee. 
Throughout each year individual ‘‘full-time’’ licensees 
have singly voiced to the departments their objections 
to the indifferent “‘part-timer.’”? There has not been to 
date a concerted effort by the entire “full-time” pro- 
ducing field of agents and brokers of all lines of in- 
surance to prevent the nuisance or to rid the field of 
the nuisance. 

Flatly, the full-time agents and brokers have not to 
the present time sought by concerted efforts to regulate 
their own business. 

There are “part-timers” and 
set rule or definition, no attempt at statutory regula- 


“part-timers.” No 
tion could possibly be applicable, justly, to all ‘“‘part- 
time” agents or brokers. 

The “part-timer” is an entity in himself; each in- 
stance is to be considered and disposed of by itself on 
actual facts disclosed. 

This bulletin has to do with the “part-timer’? who 
is “sitting tight’? on renewals of licenses which orig- 
inally emanated from ‘“‘pull’’; whose interest in serv- 
ing the public is entirely wanting because he is solely 
interested in serving himself to the extent of ‘‘easy” 
commissions. 

This bulletin does not refer to the individual man (or 
woman) who starts as a “part-timer,’’ intending to be- 
producer (who may later find him- 
to the individ- 


come a “full-time” 
self or herself lost in competition) or 
ual who is in actual need of additional earnings over 


vention of the Association of Life Underwriters, 
which opens August 22. Many of The Guar- 
dian’s managers and agents are prominently 
identified with local underwriter associations. 


C. J. Rockwell to Direct Carnegie Insurance 
School 

Charles J. Rockwell, for the past two years 
prefessor of life insurance salesmanship at 
Institute of Technology, Pittsburgh, 
appointed director of the Carnegie 
Mr. 
who 


Carnegie 
has been 
School of Life Insurance Salesmanship. 
Rockwell Griffin M. 
goes to organize and direct the insurance school 
at New York University. 

Mr. Rockwell is widely known in the insur- 
ance field. From 1911 to 1916 he was field 
supervisor with the Edward A. Woods Com- 
pany in Pittsburgh. The following two years 
he was assistant superintendent of agents, and 


succeeds Lovelace, 


was then appointed acting secretary and direc- 
tor of education, serving until 1920, when he 
joined the staff at Carnegie Tech. 
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and ahove a stationary salary to meet domestic or other 
obligations and who does the best he or she can in a 
small way. These two groups deserve the encourage- 
ment of “full-timers.”” Advisory boards are obligated 
as business men and citizens to aid such individuals 
by friendly and constructive encouragement. 

This bulletin solely considers the perfunctory or in- 
different “part-timer.” 

Why was he originaily licensed ? 


Wry Part-T1IMErs ARE LICENSED 

He was licensed because agents, brokers or home 
offices apparently want whatever business anybody can 
produce. Agents’ licenses are applied for direct by the 
companies; brokers’ licenses are applied for direct by 
the individual. 

In every instance the questionnaire required by the 
Pennsylvania Insurance Department as the first step 
in the application must be endorsed by a home office 
official, an agent, or a broker. The questionnaire of 
every indifferent ‘‘part-timer’’ now holding a license 
is endorsed by “full-timers.” 

No insurance department in America is adequately 
equipped, nor will one ever be adequately equipped, 
to handle the licensing system in a way that it deserves 
to he handled. The remedy in Pennsylvania rests with 
advisory boards. 

The insurance department of Pennsylvania urges in 
conjunction with the Insurance Federation of Penn- 
sylvania (the broadest of all insurance organizations, 
including in membership all types of carriers and the 
insuring public) establishing of advisory boards for 
several broad purposes, not the least important of 
which was the hope that the recommendation to the in- 
surance department of individuals for licenses would 
be with the approval not of one or two endorsing agents 
or brokers, but with concerted agreement and approval, 
by local rules or local customs, of all ‘‘full-timers’’ in 
any locality or zone. 

The “part-timer” question can and should be handled 
by the producing field. No department other than the 
insurance department of Pennsylvania ever tried with 
greater zeal and inconvenience to its working staff not 
to limit the number of licenses, but to restrict licenses 
to individuals of fair education and who, other things 
being equal, are earnest to study and learn and predi- 
cate their underwriting upon service to the insuring 
public. 

This bulletin deals with the indifferent ‘‘part-timer”’ 
who is now licensed in Pennsylvania; and offers a sug- 
gestion for advisory boards either to provide, amicably, 
for his retirement or to disclose to the home offices or 
the department that he is abusing the privilege of 
license primarily by refusing to prepare himself to 
serve the public. Final authority as to licensing is 
vested with the insurance department, advisory board 
findings or recommendations may or may not be agree- 
able to the department. The department will as 
cordially disagree as it will agree, on any issue, with 
the boards. Rumors are of no avail: and gossip is 
worse. The insurance business is rife with gossip and 
rumor hecause it is a business intimately in touch 
with the insured’s individual life, health, real and per- 
property and business. Insurance department 
staff members have trained for years to dis- 
tinguish between rumors and facts. Advisory board 
members should occasionally visit a court of record, 
in civil or criminal trials, and see a fact battling for 
its life and usually surviving and prevailing if it has 
any ear-mark of fact. 


sonal 
been 


RiGuTs OF THE Pustic First 
The objecticn to any “part-timer” cannot be objec- 
tion to his personality, or to the mere fact that he is 
The objec- 
tion must be as to his methods so far as they discredit 


costing a ‘“full-timer’’ some commissions. 


the accepted good practices of the insurance business, 
his want of knowledge and his disinclination to learn; 
and all because the rights of the insuring pubfic are 
first and last to be considered and served. 

The department has had instance after instance be- 
fore it where, despite a reluctant issuing of license, 
a license was issued because the endorsing agent or 
broker asserted to all sorts of things in favor of the 
licensee who eventually forgot to “pay his premiums,” 
The insurance business is, as we have said time and 

(Continued on page 29) 
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HEMISTOCLES, the old Atheni- 
an warrior, seemed to have a hard 
time of it, and yet his place in his- 

tory is everlasting. He started off, unfor- 
tunately, with personal vanity at his 
mast head, and, just as unfortunately, he 
carried the pride through to his grave. 
When his followers, happy over his suc- 
cesses, would build triumphal memorials 
to his valor he would insist on having cut 
therein ‘I, Themistocles, the Athenian, 
did this or did that.’’ After a while the 
people began to laugh at him but he 
proved his right to pride at Marathon 
and at Salamis. ‘These victories prompt- 
ed.unusual demands and he was finally 
exiled. While in banishment Xerxes, the 
Persian, captured him. Despite his 
dismissal by his country Themistocles 
fervidly avowed his patriotism, refused 
the offers of his captor, declared anew “I, 
Themistocles, the Athenian, won at 
Marathon and at Salamis and the evils 
that I have done to the Persians are 
numerous; my mind is suited to my 
calamities; I am prepared alike for favors 
and for anger; my wife and my children 
have been provided for—therefore, oh 
Persian King, I, Themistocles, the Athe- 
nian, am ready to die.” 


Sturdy old fighter that he was he in- 
cluded in his speech of defiance “My wife 
and my children have been provided for.” 
Throughout his campaigns, in all his 
struggles against his enemies, there was 
always a thought for his family’s future. 
Yet in these peaceful times, with life 
insurance an easy matter, there are 
many who cannot say as much. Why 
is it so? 


The Prudential 
Insurance Company of America 
Inco: porated under the laws of the State of New Jersey 
Forrest F. Dryden, President 
Home Office, Newark, New Jersey 





} WE BELIEVE © 
. 4 ~ : 
SAY GIVING ’EM “L”) 


But the ‘‘L”’ we give ’em is Loyalty spelled witha capi= q 
tal L. ; 

Every agent who has proven himself worthy of Lincoln © 
Life comradeship is entitled to the most loyal co-operas | 
tion that the Home Office Organization of The Lincoln © 
National Life Insurance Company can, give. He is 
backed by a Loyalty which never tires. It directs his © 
attention to the best selling methods and handles his © 
business with an efficiency and dispatch that makes 
for more and better production. 


You get the ‘‘L’’ that counts for most when you 


(ink uP (wim THe () LINCOLN) 


The Lincoln National Life Insurance Co, 


“Its Name Indicates Its Character” ; 
FORT WAYNE, INDIANA | 


Now More Than $220,000,000 in Force 














Lincoln Life Building 




















The Accumulation Policy : 


AN IDEAL COMBINATION 
OF 
INSURANCE WITH INVESTMENT 


SPECIMEN RATE 
$10,000 AGE 35 $319.00 


TABLE OF SURPLUS ACCUMULATIONS 


Based on continued annual premiums of 
And insurance cost (included) of 


And 4% annual interest after first year on surplus accumu- 
lations of 


Amount 

on Total Payable 

End of Excess Accumu- Accumu- In Case 
Year Paid lations lations of Death 
5 $624.00 $26.50 $688.90 $10,688.90 

10 1,404.00 66.00 1,716.90 11,716.90 
15 2,184.00 114.10 2,967.70 12,967.70 
20 2,964.00 172.70 4,489.40 14,489.40 


The Accumulation Fund, or the interest therefrom, may be used for the pay- = 
ment of premiums, or withdrawn in cash at any time. Its use, however, does 
not reduce the insurance benefits specified in the face of the policy. No ite | 
terest is required on withdrawals. Any balance in the Accumulation Fund ; 
at the death of the insured is payable to the beneficiary as additional © 
insurance. 


We.are also writing a policy covering insurance benefits only without invest- 4 
ment features—Specimen Rate Age 35, $16.30 per $1,000.00. p 


Capable Personal Producers Wanted in Twenty States 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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THREE ESSENTIALS OF SALESMANSHIP 


Key to the Production of Business by Life Insurance Solicitors 


O my mind the three chief es- 
sentials to success in salesmanship 
are: 

APPEARANCE 

PROPER PRESENTATION 


ABILITY TO CLOSE 


There are other important factors that 
enter into your success, such as good selling 
but 
without minimizing the importance of all 
these I would repeat that the three vital ele- 


position, wise choice of prospect, etz., 


D mts are those above stated. 


APPEARANCE 


While we often in our daily life have the 
experience of misjudging a man at our first 
for second interviews but in time grow to like 
him and eventually do an about-face on our 
former poor opinion, a salesman must re- 
member that his prospect usually sees him 
but once or at the most but a few times, and 
u tis the reason it is necessary that his first 
opinion be a favorable one. While clothes 
do not make the man in the sense of cover- 
mg up inherent defects and taking away his 
00d: qualities and virtues, still a clean, neat 
appearance is absolutely essential to a sales- 
lan’s success, This does not mean that he 
hould wear expensive clothes but merely 
at they should be kept brushed and pressed. 
Appearance has much to do with personality. 
We cannot all have the personality of a 
Wallie Reid or 2 Douglas Fairbanks but we 
develop what personality we do have and 
Aneat appearance gives a salesman that sense 
Mt pride, confidence and self-respect that is 
important; in making a sale, and this is per- 
Ds the most important reason of all why 

, Be shoul look to our appearance. And, as 
We are the representatives of the Company 
= oying us, so do prospects obtain their 
impression of that Company through us. 


j 
Copyright, 1999. 


M. FREUDENBERGER 


Whether that all- -important first impression 
is favorable or unfavorable is up to us. 


By E. 


PROPER PRESENTATION 

By this is meant the proper entree and, 
after that, the proper presentation of your 
proposition. There are many ways of ob- 
taining an interview—and in a measure this is 
something that is up to the initiative and 
judgment of the salesman himself. Some- 
times a salesman will be exceedingly lucky 
and the way will be paved through a series 
of fortunate happenings. You must be 
alert to recognize such opportunities and 
quick to take advantage of them. They do 
As a rule a salesman must 


It is often a prob- 


not come often. 
make his own openings. 
lem to obtain an interview with a business 
man who is daily besieged by salesmen who 
are endeavoring to sell him everything from 
a bull pup to stock in a holeless doughnut 
factory; but it is here that persistence and 
diplomacy win, and you must remember that 
your proposition is the best by far that has 
ever been presented to him and that you are 
there to do him a favor and to make him 
money. You are an important link in our 
civilization in that you offer an outlet for his 
surplus money in a way that will bring him 
excellent returns. It is just as important to 
invest and properly take care of money as 
You 
must convince him of your ability to aid him 
The im- 
Sales 


*‘absent 


to make it—and that is your business. 


in solving this important problem. 
portant thing is to get the interview. 
are not made by mail or through 
treatment,’’ but by direct personal contact, 
and it is your business to establish that con- 
tact. Do it under the most favorable con- 
ditions, if possible, but at any rate do it. Nine 
times out of ten your man will say, “There 
is no use in our both wasting time, as I am 
not interested.” Right there he is wrong! 
He cannot possibly know whether or not he is 
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ell 


interested unless he knows what it is you are 
offering. You can only be interested or dis- 
interested about something and if you let him 
see this point in a tactful way you will usually 
get an interview. Every man is interested in 
making money and if you do not weaken but 
remain insistent you will get your interview. 
I might add right here, do not force an in- 
terview if the conditions are such that your 
man cannot write a check. You lower your 
proposition immeasurably if you attempt to 
present it in a hotel lobby, cigar store, etc. 
You can do a little missionary work in such 
places but such discussions should only be 
for the purpose of paving the way to a real 
interview under more favorable conditions. 
After you obtain your interview you 
should, if possible, seat yourself near him 
in order to further the personal touch and 
to enable you to get over your points more 
emphatically and to show him such literature 
or other matter as is necessary. If the in- 
terview is held in an office pull out the fly- 
leaf of his desk and spread your literature 
If you find difficulty in dominat- 
“gaze 


thereon. 
ing the situation or if your prospects 
you down” then do not look your man in 
the eye but rather confine your glance to a 
point directly between the eyes. In this way 
you will dominate the situation and will not 
be gazed down by your prospect, who thinks 
that you are looking him directly in the eyes. 
This is an old trick of the selling game prac- 
ticed by the most successful and experienced 
salesmen. Dominate your man without him 
knowing it but be extremely careful not to 
give him the impression that you hold him in 
contempt. And right here I might add, do 
not let him hold you in. contempt. Retain 
your self-respect at all times and under all 
circumstances and make your man respect 
you. If we overrate ourselves it is often 
difficult to get others to share our opinion, 
but, if we do not have sufficient self-respect 











and continually underrate ourselves, you will 
soon find that everyone will take us at our 
own valuation. 

Tell your story in a straightforward, clear 
and concise, forceful way and do not allow 
your prospect to interrupt until it is com- 
pleted. Ask him to refrain from asking ques- 
tions until you are through and then you will 
be glad to make everything clear to him. 
The chances are that you will cover his ques- 
tions or objections further along in your can- 
vass—and very often interruptions are disas- 
trous. 

Be brief but not too brief. 
to stop talking and above all do not antag- 


Know when 


onize your prospect. 


ABILITY TO CLOSE 


Ability to close is the Waterloo of many 
otherwise good salesmen. Of what avail is 
your good appearance, your winning person- 
ality, your ability to obtain interviews and to 
present your proposition if you do not have 
the ability to close your man and to get his 
check? 
salesman is due to his inability to hear the 
word ‘“‘No.” A rebuff should only urge you 
on to greater efforts. 


I believe the success of any good 


If a man turns you 
down there is something wrong somewhere. 
Perhaps you have not instilled confidence in 
him; perhaps your proposition was not pre- 
sented right; perhaps it was presented in such 
a manner that a quick thinker would get it 
but your man being a slow thinker missed 
the salient points. Make up your mind the 
fault lies with you and feel that way about it 
in every case, no matter if it is true or not, 
and the chances are you will be right in a 
Do not 
blame conditions—-tight money, this, that or 


large majority of the instances. 


the other—but forget everything but the man 
in front of you, your mission and your 
Do not 
meekly accept defeat but endeavor to turn 


determination to get his check. 
apparent defeat into victory. Some of the 
greatest victories were not won upon the 
field of battle! The way to close is to close. 
Study your man. With some be firm, with 
others determined. And sometimes it will be 
necessary to implant the suggestion in such 
a way as to bring results without your pros- 
pect realizing that it was your idea rather 
than his. 
buying for himself but receptive to the idea 


If your man seems cold about 


of buying for his wife or children, follow 
that line and close him. Use your own judg- 
ment and develop that judgment by con- 
tinual contact and experience. Every memory 
of past victory won will give you greater 
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LIFE INSURANCE SECTION 


Shrinkage of a Man’s Estate 
By Netson L. SHULTIS 

One plan I am now using in making sales is 
the presentation of the subject “The Shrinkage 
of a Man’s Estate.”’ Before presenting the sub- 
ject before my client, I ask him for a large 
sheet of paper, preferably a ledger sheet, for 
the purpose of appraising his estate. I tell him 
that an appraisal company never submits an 
oral report of its findings as to the valuations 
of any industry—they put it in writing, so that 
with 


+ 


the corporation, then, is 
greater intelligence their exact net worth of to- 


able to view 
day. 

When talking to my prospect, John Doe, I 
ask him to change his name to a trade name. I 
ask him to call himself “I/yself, Incorporated.” 
| then tell him that he is president of that cor- 
poration; that he is vice-president of that cor- 
poration; that he is its secretary and its treas- 
urer. In fact, I tell him he is its only pro- 
ducer, and that he, himself, is the only source 
sf Tyself, 
Incorporated” possesses property, which con- 
business, 


of income which that ¢orporation has. 


sists of real estate, investment in 


stocks and bonds, transportation facilities and 
machinery. These items are interpreted as his 
home, his investment in his business, the market 
value of his stocks and bonds, the actual value 
of his automobile and his machinery or pro- 
ducing ability—He Himself. 

In order to arrive at the amount of insurance 
I want to sell him, I take the piece of paper 
and divide it into a column of debits and cred- 
its. On the credit side of this small ledger, I 
To the 


left I place a $1000 mortgage and then charge 


place the valuation of his home $10,000. 


off an extra $1000 for depreciation between 
the present date and the date of his probable 
death. Also, on the credit side of the ledger, I 
place the present market value of his stocks and 
bonds, but in order to determine their average 
net worth, it is necessary that I go back a few 
years to obtain a history of the market value 
I find that the aver- 
age market value over the past few years is 


of these stocks and bonds. 


$2000 less than its present valuation to-day; so, 

in order to be conservative, I charge off on the 

debit side of this ledger, as I have his mortgage, 

the sum of $2000. The transportation facilities 

of “Myself, Incorporated” 
ile 


mobile 


represents one auto- 


which, valued at $2000, would bring 


probably $rooo for quick sale. I, therefore, 
charge off another $1000. 


In drawing up the recap of this ledger, I do 





not include the wear and tear on the machinery, 
but only present to him the true facts of the 
shrinkage of his estate. 

His gross worth—$22,000; his 
$14,000. 
is $8000. 


net worth— 
The shrinkage of his estate, therefore, 


Realizing that a man remembers 8&5 per cent 
of what he sees, but only 15 per cent of what he 
hears, these figures drawn up right before him 
have the desired When he sees the 
amount of shrinkage (and at this point I find 


effect. 
“Myself, Incorporated” changing his character- 


confidence and enable you to sweep over 
all obstacles, 
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istic attitude from a sense of security to one of 
doubt), I then ask him who or what will tay 
up the slack in his financial life-line—who will 
balance the ledger account of your estate. 

Gentlemen, you and I might well be called 
appraisers. It is true that we do sell life ingyp. 
ance, but I consider it a misnomer. The client, 
my client and your client, does not know tha 
estate insurance, mortgage insurance, inherit 
ance tax insurance, business insurance, exists 
Your client and my client thinks only of life jp. 
surance and he does not readily assent to pur. 
chase it because he does not understand fully 
how it functions. To ask a man to buy addi 
tional insurance just because he has not suff. 
cient protection, is not selling the man properly, 
We must sell life insurance for a definite and 
distinct purpose and reason. 

I state to my client that I cannot bring back 
I can, in a measure, perpetuate his jp. 
come. A fire policy can bring back his home 
a new and better building. An accident policy 
continues his income, but what a life policy can 
do is to fortify, build up and take up the slack 
in our client’s financial life-line. 

Now, I state to this corporation—“Myself 
Incorporated,’ that in order to be perfectly busi- 
ness-like he must necessarily charge off each 
year 10 to 15 per cent of the valuation of his 
machinery, which is his producing ability, 

There are two statements which I like to make 
to my client before I whip out my application 
to write it for the amount of $8000 in the Mis 
souri State Life Insurance Company. 

Vice-President Coolidge has said: 


his life. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, of 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through 
out the period of disability. Can Insut 
ance do MORE? And WHY, should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

BEAN ois <6 .ciroraxetokevoceceislote: er ster 
Twenty Payment Life........ $167.10 
Twenty Year Endowment... . $235.10 


United Life and Accident Insurance C 
Home Office, United Life Bldg., Concord, N. ll 
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Some Dreams Come True 

By J. C. 

Mrs. Byers was at a card party when one 
of her husband’s employees brought her the 
Mr. Byers, a contractor, had just 


HAWES 


bad news. a 
fallen from a tall building and been rushed 


to the hospital. Immediately she drove to St. 
Luke’s Hospital where Mr. Byers lay dying. 

“Forgive me, dear,” he whispered weakly, 
“tor leaving you without support. I should 
not have dropped my life insurance, but when 
I went under on the Hanover contract I 
thought I could not afford to carry the policy. 
I didn't think of dying so young. The doctor 
says I can’t pull through. Be brave, dear, and 
forgive me for leaving you and the girls un- 
protected. May the Lord provide for you all.” 

A minute later, he breathed his last. Mrs. 
Byers wrote for Helen and Dorothy to return 
from boarding school, and together they faced 
the necessity of earning a livelihood. Mrs. 
Byers borrowed five hundred dollars, rented a 
small store-room and opened a dressmaking 
shop, she and her daughters living in the rear 
of the store. After some difficulty, Helen and 
Dorothy found employment in a candy factory, 
packing and wrapping boxes. But the work 
proved too much for Helen, the more delicate 
and studious of the two, and in a few months 
she developed a cough which necessitated her 
quitting work. The doctor advised her to go to 
Arizona for several years; but she was unable 
to afford the trip, so rested constantly at home. 

Dorothy, the younger sister, who was fond 
of dancing and gayety, went out every evening, 
usually with Eddie Hogan, a cabaret singer. 
Later they were married and became parents. 
One evening, Eddie did not come home to sup- 
per and has never been seen since. So Dorothy 
and the baby came back to live in the rear of 
the little dressmaking shop and the young 
mother returned to the candy factory. 

About this time, the small dressmaking estab- 
lishment, which had never reached a paying 
basis, went on the rocks because of a lack of 
capital. As Mrs. Byers was unable to pay the 
rent, the salary of her assistant, and interest on 
the $500 loan, she was forced to close the shop 
and surrender all her stock of materials to her 
creditors, 

“Well, girls,” she said that evening, “it looks 
as if we are at the end of our rope. We have 
to move out of these rooms to-morrow and sell 
everything in the shop. Oh, if your dear father 
could have only seen the folly of dropping his 
life insurance we would not now be in such a 
terrible plight. I have been looking for work 
all day and the only job I could find was as 
ahousemaid, so I took that. I found two hall- 
fooms on the fourth floor of an old building, 
where we can sleep and do piece-work sewing 
every night. Tlelen, look after the 


baby,” 


you can 


Look well into the hearthstone, for therein all hope 
for the future of America lies. 


J want my client to “look well into his finan- 
aal statement of ‘Myself, Incorporated, for 


therein all hope for the future of his home and 
Ms dependents lies.” 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








following day they moved to a 
Mrs. 


For weeks they worked all day and 


the 
tenement building and 


Thus, 
Byers became a 
housemaid. 
sewed half the night, until the girls had lost 
all their youthful beauty and their mother was 
hardly more than a shadow. One midnight 
while sewing Mrs. Byers became ill from over- 
work and fainted in her chair. The girls called 
the doctor, who told her she must quit work 
and rest. 

“But | 


can't rest, doctor, without a cent in 


the world,” she argued. “We owe grocery, 
rent and medicine bills, and I can’t rest until 
they're paid. Helen can’t work, so I must. 


Dorothy can’t support us all on $12 a week.” 


“How long did Mr. Byers carry his life in- 


surance policy?” asked the doctor, who had 
been their family physician for years. 

“Over five years, I think, doctor.” 

“Very well, Mrs. Byers, I'll look into it.” 


The doctor picked up his hat and departed. 
The the 


insurance company called on the improvident 


following day a representative of 


family. ‘Mrs. Byers,” he said, “I’m the agent 
who sold your husband his life insurance pol- 
icy, which he unfortunately allowed to lapse. 
Your physician phoned me this morning that 
Mr. Byers was killed by an accident while |] 
did not 
still in 


was in California. I’m very sorry | 
hear of this sooner, for his policy is 
under the automatic extended insurance 
all of 


The company will send you a check 


force 
provision which is in my company’s 
policies. 
at once.’ 


Several days later the Byers family left for 


’ 


Arizona to regain their health. 

At this part of his dream, the alarm clock 
aroused Mr. Byers from his slumbers and he 
suddenly sat up in bed with a frightened look 
on his face. 

“Dearie,” he called to his wife who was in 
the kitchen getting breakfast, “please call up 
Mr. Anderson, the insurance man, and tell him 
I want to see him this morning sure. I've just 
had a terrible dream, dear. Thought I fell off 
a tall building and left you without a cent in 
the world. Then all of you went to work and 
got sick and were just about to die when my 
insurance policy was paid. It saved your lives. 
And now, by golly, I’m not only going to renew 
it but I’m going to double it and also insure you 


aud the girls.” 
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Everett T. Marsh, who has been a successful 
agency manager in Chicago for the Equitable 
Life Assurance Society of the United States, 
has been appointed special group representative 
for the Middle West territory with headquarters 
in Chicago. 

Perez I. Huff, general agent of the Travelers 
Insurance Company, is making a three months’ 
tour of Europe with his family, taking in the 
beauties of Chatel-Guyon after a stay in Paris 
and will shortiy spend a few weeks at St. 
Moritz, Switzerland. 


Arthur J. Hill, California manager of the 
State Life Insurance Company of Indiana, in 
addition to his heavy managerial responsibilities, 
led the company’s entire field force throughout 
the United States for personal production dur- 
ing July. 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice=Pres. 
Manager of Agents 
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The Only Sure Way to Make More Money 


By F. H. KORTRIGHT 


Standards of production or accomplishment 
the world over are based on two things only: 
Quantity and quality; and the remuneration or 
gain of workers in all walks of life is directly 
proportionate to their performance in the at- 
tainment of these factors. 

In order to gauge the quantity or quality of 
any undertaking various methods of measure- 
ment are resorted to. Examples of mechanical 
means of measurement that immediately occur 
are the electric meter, the gas meter, the speed- 
ometer, and the steam gauge. 

Apart from such well-known measures of 
quantity as above mentioned, we are all aware 
that in every modern factory where goods of 
any kind are manufactured the worker has 
standards of quality as well as performance 
to live up to. The piece-worker must produce 
a minimum number of units of work in a given 
time, and the articles he must pass 
definite tests as to their quality. His remunera- 
tion depends upon his success in the attainment 
of the set standards. 

It is difficult to recall any of the various un- 
dertakings of mankind that are not subjected 
to the process of measurement. 


makes 


There is none 
that is not capable of measurement; and as our 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 185! 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 














complex civilization becomes yet more com- 
plicated, there is no doubt that tests, standards, 
and measurements will be universally applied 
to all effort and result. For example, psychol- 
ogists have, within recent years, supplied us 
the means of testing and measuring the capabil- 
ities of the human mind, and it is now possible 
to gauge the mentality of any single individual. 

We ourselves in our employment of others, 
whether as our doctors, tailors, telephone oper- 
ators, or cooks, demand from them a standard 
of performance in return for the money we pay 
them. Failure to meet our requirements re- 
sults in the loss of our custom or in dismissal 
from our service. 

Now, which of our employees is the one 
upon whom falls the greatest responsibility? 
Of our employees, which one is it whose fail- 
ure to live up to a standard of performance 
is of the most consequence? Of all our em- 
ployees, which one is it of whom we should re- 
quire the strictest standards of quantity and 
quality ? 

If we answer these questions correctly, we 
will, without loss of time, set standards of both 
quantity and quality for ourselves, and in fair- 
ness to ourselves we will see that daily, weekly 
and monthly we measure our performance and 
results against these standards. 

Salesmen of life insurance are in no way dif- 
ferent to men engaged in other occupations. 
Like others, we depend for our livelihood upon 
two things only, quantity and quality. With us, 
quantity implies calls and interviews, and repre- 
sents work; quality signifies the degree of sales- 
manship to which we have attained. 

It is possible to measure exactly both of these 
factors, and by so doing to maintain a constant 
check upon ourselves, so that we may succeed 
in our daily tasks to the limit of our personal 
and individual ability. 





Journal of the Institute of Actuaries 
Students Society 


Number 1 of Volume II of the Journal of 
the Institute of Actuaries Students Society has 
been issued and contains discussions of a num- 
ber of interesting topics. There are papers as 
follows: 

Surrender Values and Paid-Up Policies, by 
V. W. Tyler; Reversions and Life Interests, 
by E. H. Lever; Problems of the 1921 Census, 


Thursday 


by R. Levey; Discounted Bonus Policies by 
W. E. Hustwitt; Exchange Fluctuations ay 
the Present Financial Position, with Special 
Reference to Indian Finance, by A, L¢ 
Edwards; National Insurance (Health) Ads 
1911-1918, by O. C. J. Klagge. 

This number of the Journal, which embraces 
ninety pages, may be procured at $1.50 per Copy 
through The Spectator Company. 





Has New Limited Owners’ Form 


A new policy to be known as the “Limited 
owner” form has been devised by the Equit. 
able Life Assurance Society of New Yor 
This form does not permit the insured to change 
the beneficiary and it would be necessary to ob. 
tain the consent of both the insured and the 
beneficiary to make a loan, assign the Policy or 
draw the surrender value. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 

















EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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How “Git-There Jones” Put It Over 


“There!” exclaimed the man we call “Git- 
there Jones.” Git-there slammed his fist down 
on his desk. “Here is my country-town paper. 
It says I’m what you fellows tag me, only the 
paper doesn’t put it that way. Listen! Mi ‘Mr. 
Eben Harrings Jones, the well-known life in- 
surance agent, stands second on the honor roll 
of his company. Mr. Jones is an unassum- 
ing man, only about five feet eight, but he cer- 
tainly has the coaxing tongue, the salt to catch 
'em and the gentle art of lifting the other fel- 
low’s iron boys.’” 

“ld sure sue that paper for libel, only it in- 
tended me a compliment,” growled Git-there. 
“Shucks! ‘Coaxing tongue!’ ‘Salt to catch 











Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 








*em!’ and ‘The gentle art of lifting the other 
fellow’s iron boys!’ 

“You would suppose I was one of these stick- 
ups, which are so common these days. And 
‘The other fellow’s iron boys!’ 

“In the first place what are property rights 
in what the paper calls iron boys? And sup- 
pose a fellow has one of these boys in his 
pocket and his kid is dying because his Dad 
won't buy a dollar’s worth of medicine. Has 
the Dad any right to that dollar? Isn't it as 
plain as the Woolworth Tower that a dollar 
which ought to be spent for something isn’t 
your dollar? Isn’t it clear that if a chap spends 
a dollar for, say, cigars, which he should spend 
for his family, he’s a thief? So when I lift 
dollars for life insurance no one can talk about 
the other fellow’s iron boys. They are not. 
They do not belong to the other fellow. 


THE TrutTH 


“T take exception to the whole of the so- 
called compliment,” continued Git-there. “But, 
of course, the paper intended to say pleasant 
things about me.” 

The fact is that Git-there Jones would pre- 
fer that folks would talk the truth when they 
talk about him. And the truth is that he hasn’t 
got a coaxing tongue at all, and he doesn’t 
yank the other fellow’s dollars. He’s a hard- 
working, scrawny kind of chap, with a need at 
present for a haircut. And his wife says 
nobody would mind if he had a new suit. His 
tongue is just like other tongues, it isn’t a 
silver organ or even nickel-plated. As to salt 
to catch ’em, if by that is meant powers of 
persuasion, he hasn’t any more than the first 
chap you meet. 

“You ask then how is it that you’ve hitched 
the name you call me? And how is it, you 
ask, that my real name stands high on the 
honor roll? Well, there are two reasons, and 
the two reasons are so compelling that the 
only wonder is that Git-there Jones hasn't 
been a double first on the honor roll since he 
began with his company. Two reasons which 
would explain twenty times the success that 
Git-there Jones has ever had. Two things 
which if every insurance agent in the land 
should fully realize the percentage of Forget- 





‘em, who leave an estate of two doctors’ bills 


and one undertaker’s, would be indefinitely re- 
duced. Two things which if all men fully 
realized would cost our profession dear; for 
all men would be racing to the companies; 
you couldn’t keep them from life insurance.” 

Git-there Jones had become very impressive ; 
he had risen from his chair and was glaring 
at the others, as if they would deny what he so 
earnestly said. “These two things!” he ex- 
claimed. “Wonderful! Ought to give to any 
agent magical powers; And suppose you had 
the job of selling fake life preservers to ships 
and sailors! Or, say, selling canned food that 
you knew had gone spoiled and was poisonous! 
What kind of a fist would any of us make at 
selling things like those? For one, I’d simply 
starve—just starve. But suppose, and I do 
not intend to be irreverent, you could actually 
have the opportunity of selling tickets, with 
St. Peter’s signature, for entrance into that 
gate which is so different and less brimstony 
from the gate on the lower level! Suppose you 
were sole agent for these tickets and they were 
sold for any old price! 

“And suppose you 
these tickets you had for sale meant? 
pose you had been allowed to make a kind of 
preliminary trial of what was within that 
sulphurous gate, and knew the joys behind the 


what 
Sup- 


fully understood 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
oon ae ee 


Madison, Conn. 











WHEN BETTER POLICIES ARE WRITTEN, THE NATIONAL RESERVE LIFE WILL WRITE THEM 
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HOME OFFICE 





NATIONAL RESERVE 





: TOPEKA, KANSAS 











WE CAN OFFER MOST LIBERAL CONTRACTS TO 
MEN WHO ARE LOOKING AHEAD, MEN WHO 
WANT TO BUILD UP A BUSINESS OF THEIR OWN AS 


DISTRICT MANAGERS AND SALESMEN 
IN THE FOLLOWING STATES: 


ARKANSAS — IOWA — KANSAS — MISSOURI — 
NEBRASKA — OKLAHOMA — TEXAS AND UTAH 
DON’T DELAY BUT WRITE RIGHT AWAY 


4 The National Reserve Life Ins. Co. 


The Fastest Growing Life Insurance Co. in the Middle West 
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You can obtain quick and satisfactory Service when 
placing your excess Life Insurance with 


The Reinsurance Company 


of Canada 


WATERLOO - ONTARIO 


COVERAGE ON TERM OR COINSURANCE PLAN 








gate of the upper level! Suppose these things, 


absurd as they are. I ask you—what kind of 
a coaxing instrument would be your tongue? 
Don’t you think that if any man had the price 
in his trousers for one of those tickets that 
you could get him to dig it out and fork it 
over? Don’t you think if a man was selling 
that kind of stuff he could sell it, if he under- 
stood its full nature, to a chap who would have 
to go cold, hungry and naked in order to pur- 
chase? And if you or I understood the full 
meaning of those tickets we would keep on sell- 
ing them until we fell down from weariness 
and lack of sleep. 


THE REASONS 

“Well, here’s the first reason why Git-there 
Jones is a Git-there. The nature of the goods 
he is offering. It is true they are not tickets 
into the celestial gates, in which people have 
lately lost interest. But these goods for those 
a man loves are tickets for plenty as opposed 
to want, happiness as opposed to despair, com- 
fort as opposed, perhaps, to begging on the 
streets. The goods I sell are secure life-pre- 
servers for the foundering of the craft of sup- 
port of women and children. These goods are 
of such transcendent value as compared with 
most things offered that he who sells them, if 
he understands their value, should, like the 
prophets of ancient times, be so saturated with 
the message that he would have the tongue of 


angels. Think, or try to think, of selling in the 
open market such things as alleviation in 


affliction, peace in harrowing trouble, comfort 
after the daily support has been cut off! And 
that is what near-sighted, a little shabby, and 
Git-there has for 


a little bow-legged Jones 


sale! I ask you, is it any wonder he manages 
a sale once in a while? 

“The other reason why Git-there’s name is 
second on the honor roll of his company? Well, 
it’s all mixed in with the first reason. The 
appreciation cf the nature of his goods. Git- 
A doctor came 
Git-there 


there was once taken very ill. 
—it was in the middle of the night. 
was fairly gripping at straws in the black waters 
of immediate death, but he saw the doctor shake 
his head as he turned from the bed. 

“All in a flash Git-there beheld a movie of 
The sudden illness came before he 
He saw a young 


the future. 
was a life insurance agent. 


woman with three small kids left to fight off 
that ancient but always prowling wolf with but 
$1500, and that due to the efforts of a life agent. 
The sick man fully expected to die, but if by 
any chance he lived, he resolved that come what 
might that $1500 should grow to $15,000. And 
Git-there is thankful to say it’s a sight more 
than that.” 

Git-there sat down suddenly. 
that his interest in his subject had made him 


It was evident 


forget himself, and it was easy to understand 
why his name stood high with his company. 
After a moment he twisted around his chair. 
“Two exclaimed. “And a_no- 
legged man, and deaf, dumb and blind, could 


reasons!’’ he 


somehow manage to sell the goods, if he could 
fully realize their nature.” 


BIG PICNIC ON TORONTO PROGRAM 
Life Underwriters to Spend First Night at 
Toothpick Island 

The Canadian Association of Life Under- 
writers, through its entertainment committee, 
has arranged for an enormous outing and picnic 
to be held the first evening of the International 
Convention of Life Underwriters at Toronto. 
Toothpick Island 
festivities, 

A parade headed by the famous Highland- 
ers’ Band, which will appear in kilts, will be a 
leading feature. Starting from the King Edward 
Hotel, the delegates will march through the 
heart of the city to ferries which will transport 
them to the island. Here various sports and 
athletic events will take place and arrange- 
ments have also been made for dancing. 


will be the scene of the 


Get After the Big Ones 
By Frank H. WILLIAMS 

“T never really made good in selling life in- 
surance,’ said a successful Middle Western 
agent, “until I definitely went after a regular 
number of big prospects every week of the 
year. 

Of course I don’t neglect the ones and twos 
and three thousand dollar policies—I couldn’t 
afford to do that and I doubt if any agent 
could afford to really neglect them—but it is 
the big policies which make the volume of busi- 
ness bound upward and which really put the 
agent’s income beyond the point where every- 
thing he makes is absorbed in current expenses. 

In my case I make a list of all the biggest 


20 


Thursday 





men in the city and I go around and cal] on 
them and conscientiously try to sell them is 
matter whether other agents say it is impossible 
or not. Every now and then I get a very pleas. 
ant surprise by making a sale that [| never 
would have made in the world if [ hadn't gone 
after it and tried to make it. 

Once an agent gets started calling on the big 
prospects he’s quite apt to find that it is no 
harder to try and sell a $50,000 policy than it is 
to try and sell a thousand-dollar policy. And 
how much more it means to sell the big ones! 

My slogan is this: “You can’t sell the big 
ones unless you try to sell them.” 

And it’s by working on this slogan that I’ye 
made such a big success. 


Despite Bad Weather, Farmers National 
Makes Record 

President Stahl of the ['armers National 
Life of Chicago reports: “Applications te. 
ceived during July of this year amount to 42 
per cent more than those received during July 
of last year, and 38 per cent more than those 
received during July of 1920. You will se 
that we are making up for the very poor busi. 
ness we had during March and April. There 
was rain fifty-four days over the greater part 
of our territory during those two months. The 
roads became impassable and our agents could 
not get out among the farmers; and it is prob 
ably just as well that they could not, for the 
farmers could not put out any oats and it 
looked as if they would not get out much ofa 








corn crop. 

“During the first seven months of 1921 were 
ceived applications to the amount of $5,002,500. 
During the first seven months of this year we 
received applications to the amount of $5,547- 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
Address, 


reference. 
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Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 
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66 Broadway, New York 
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250. You will see that our business for the first 
seven months of this year has run Io per cent 
ahead of last year and last year ran ahead of 
1920. 

“However, our lapsation this year is a great 
deal heavier for the same period of last year, 
and much heavier than for the same period of 
1920. For some months farmers have been 
depressed mentally and really very hard up 
financially. However, the crop they are now 
marketing will make a good many of them 
square with the local merchant and the local 
banker and I believe there will be a marked 
change in their. mental attitude and in their 
financial condition before six months—when 
they can realize on their corn crop.” 


DEATH OF GEORGE H. GASTON 


Whole Insurance Fraternity Regrets Loss 
of Metropolitan Vice-President 

The death of George H. Gaston, second vice- 
president of the Metropolitan Life Insurance 
Company, which occurred last week too late 
for a notice in Tue SPECTATOR, came as a shock 
to his large number of friends and is looked 
upon as a serious loss to the insurance world. 
Mr. Gaston died at the Somerset Hills County 
Club of apoplexy late last Wednesday. 

Mr. Gaston was born on April 11, 1858. He 
had a long and honorable career with the com- 
pany. He entered the service as a clerk in the 
home office in 1879 and in the lifetime of Presi- 
dent Knapp was promoted to the position of 
In January, 1891, he was made 
secretary. At the annual meeting of stock- 
holders in 1892 he was elected a director, and 


head clerk. 


at the first mecting of the board thereafter, on 
April 26, was elected second vice-president. He 
held the joint office of secretary and second 
vice-president until May, 1894, when he re- 
signed the secretaryship in favor of George B. 
Woodward, who at that time came to the 
Metropclitan from the John Hancock Mutual 
Life cf Boston. Mr. Gaston held his director- 
ship for twenty-three years until, after the 
mutualization in 1915, the board was reorgan- 
ized. He continued in the office of second vice- 
president till his death. 
Northern Life Agents’ Meeting 

The Northern Life of Seattle is holding 
its annual $100,000 Club Agency Convention 
A large number 





at Seaside, Ore., this year. 
of the Northern Life salesmen will be on hand 
from the various States in which the company 
is doing business. 

The results thus far attained presage an un- 
precedented growth in the business of the com- 
pany during 1922, over five millions of new in- 
surance having been written since the first of 
January. 

President Morgan, who has just recently re- 
turned to the home office from a visit to the 
company’s branches in various parts of Cal- 
ifornia, is very enthusiastic over the prospects 
in the Golden State; in fact the company since 
entering has far exceeded expectations in the 
success it has had there. 

Jacob Dobrin, a member of the Seattle City 
Agency of the Northern Life Insurance Com- 


2I 


pany, won the presidency of the company’s 
$100,000 Club for 1922-3 with a personal writ- 
ing of over one million of insurance for the club 


year. 

H. L. Quigley, also of Seattle, who was 
president of the company’s $100,000 Club the 
previous year, will be first vice-president, and 
Jack St. Marie of San Francisco will be sec- 
ond vice-president of the 1922-3 $100,000 Club. 


The Midland Life Insurance Company of 
Kansas City, Mo., has reduced the premium on 
double indemnity to $1.50 per $1000 on first- 
class male risks. 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,250,000. In- 
surance in force $103,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 18 States. For 
territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 














An Argument with a Punch 


By Wyman ELLtIs 
Equitable Life of New York 


You are worth to your wife, financially I 
mean, $100,000. That is to say, if you live as 
long as any man of your age has a right to ex- 
pect to live, you will, I am sure, leave at least 
that amount for the support of your wife after 
you have passed away. But if the flu or some- 
thing else gets you, she will lose that money. 
She will have lost you also—a far greater loss 
which could never be replaced—but by means of 
a contract with the corporation I represent, if 
your life is cut short, she will receive the $100,- 
000 which otherwise she would lose. 

The corporation I refer to is a life insurance 
company, but it is at the same time to all in- 
tents and purposes a great bank. Now to ac- 
complish what I have described, it will simply 
be necessary for you to make an annual deposit 
of about $4000. Then if you die, $100,000 will 
be paid at once to your wife. If, on the other 
hand, you live, you can later on convert this 
insurance into an annuity that will care for you 
during your declining years. 


July Record Month for Equitable Life 

All records in new written business for the 
month of July were exceeded last month by 
over ten’ millions of insurance, and the total 
new insurance written during the first seven 
months of this year is greater than that for the 
first seven months of any previous year, the 
Equitable Life of New York announces. 

It is confidently expected that the paid-for 
business during August will establish a new 
high record for that month, further increasing 
the gain in total paid business over the first 
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your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your cases, | 


Reinsurance on the yearly Renewable Term plan, or for substandard 
risks on the Coinsurance basis. Our decision given by wire on day of receipt of | 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


S. C. Tweed, President, | 





eight months of 1921, and paving the way for 


a record-breaking year. 


Masonic Mutual Life’s Report 

In accordance with the legal requirements of 
some States, the Masonic Mutual Life Asso- 
ciation of the District of Columbia, Washing- 
ton, has issued a detailed statement covering 
the year 1921. This shows assets of $4,613,495; 
a legal reserve on the American Experience 
Table and 3% per cent of $4,213,961, and a 
surplus of $316,961. The rapid growth of this 
association is shown by the following amounts 
of insurance in force at the end of each of the 
years named below: 1903, $1,489,500; 1907, 
$2,166,575; IQII, $4,152,075; 1915, $11,052,500; 


1918, $24,044,612; 1919, $37,657,924; 1920, $9is 
097,545; 1921, $101,222,295. 


Dominion Companies May Now Write | 
Double Indemnity 
Through amendments to the Dominion 
surance Act companies holding a Dominiog 
license are now able, under certain condition 
to issue the double indemnity provision. Be 
ginning July 3 a number of companies a 
nounced that they were ready to do so. 


Mapison, Wis., August 7.—W. H. Heyman, for 
merly manager of Oscar Mayer and Company of thi 
city, has associated himself with the Neck 
Agency of Madison as manager of the life departmé 
for the State of Wisconsin. 
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comprehensive plan of service to Agents § 
which aid our representatives to increase © 
their production: 


A TRAINING Course for new Agents. 


The Prospect BurEAU, which develops 7 
real bona-fide leads for all Agents, old or new. © 


If you want to know the whole story of © 
what this Company is doing for its) 
Agents, address: 


GEO. L. HUNT, - 


T. LOUIS HANSEN, . 
Supt. of Agencies | 


Vice=President 


The Guardian Life Insurance Company. 
OF AMERICA 4 


Established 1860 under the Laws of the State of New York 


Home Office 50 Union Square, New York 
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LAYS CORNERSTONE 


Illinois Life Ceremony to Be 
Remembered 


CALVIN COOLIDGE AMONG PRESENT 


Charles G. Dawes Makes Principal Address, 
Lauding Insurance 

Cuicaco, ILt., August 8.—Dignitaries of Na- 
tion and State paid tribute to one of Illinois’ 
greatest institutions Saturday afternoon when 
Vice-President of the United States Calvin 
Coolidge and General Charles G. Dawes, 
former director of the budget, spoke at the 
ceremonies attending the laying of the corner- 
stone of the new million dollar home office 
building of the Illinois Life Insurance Com- 
pany at 1212 Lake Shore Drive. 

Vice-President Coolidge was in Chicago for 
a few hours, on his way to the Pacific Coast, 
and as a guest of General Dawes participated 
in the exercises. In acknowledging the greet- 
ings of those present he expressed his profound 
belief in the principles which actuate the in- 
stitution of life insurance, and paid a glowing 
tribute to the founders and moving forces in 
the Illinois Life Insurance Company, who in 
their great work are building the foundation 
of the edifice of good citizenship, and creating 
a stronger interest and respect for the prin- 
ciples which guide the United States and its 
interests. 

General Dawes, who occupied the principal 
place on the program, in speaking omitted his 
expletives, but nevertheless, in his characteristic, 
forceful and sincere manner, declared that the 
success of the Illinois Life Insurance Company 
is something every citizen of Chicago and the 
Middle West should be proud of, not only for 
what it is but for what it will be. In com- 
mending the noble work of James W. Stevens, 
president of the company, he said, “To me this 
laying of this cornerstone is merely a tempo- 
raty move, because there seems no doubt but 
that this building will be torn down several 
times within the present generation to make 
way for further expansion, for with James W. 
Stevens as the prime mover in this company’s 
affairs continued and 
natural circumstance.” 

“Many years ago,’ said General Dawes, 
“business men of the West realized the great 
need for strong life insurance companies, and 
saw that the advance of Chicago as a great 
business center would be impossible without 
such institutions, Many attempts were made 
fo organize such companies, many making the 
first attempt amid the blare of trumpets and 
drums, but after the sounds of the trumpets 
and drums had died away the companies fol- 
lowed in their wake.” “But,” added the Gen- 
eral, “James W. Stevens and the Illinois Life 
Went about it in a different way, building solidly 
and slowly, with honest and real construction.” 

Turning to the subject of life insurance Gen- 
eral Dawes mentioned the general hallucina- 
lions the public has for a life insurance agent ; 
nevertheless, he said, the life insurance agent 
Sone cf the greatest factors in the business 


rapid growth are a 


added, 
business he 
the thought 


life of this However, he 


when he 


country. 
goes out to solicit 
should not alone be inspired by 
of the commission he is going to receive, but 
of the thought that he is going to save a 
family. 

In his experience as a banker, General Dawes 
said hardly a month passes where he does not 
attention numerous in- 
such 


have brought to his 


stances where men have left estates in 
debt that the savings of a lifetime would be 
instantly wiped out if it were not for the life 
insurance these men had been wise enough to 
hold. 

Superintendent of Illinois 


Thomas J. Houston, in commending the officers 


Insurance’ of 


of the Illinois Life for the substantial growth of 
the company, related that when the company 
was issued its charter by the State of Illinois 
July 7, 1889, it was the first legal reserve life 
insurance company to be chartered in Illinois. 
Superintendent Houston showed that under the 


direction of James W. Stevens the admitted” 


assets of the company have grown since 1900 
from $303,000 to $20,000,000 in 1921. He said 
of the sixty-six millions of insurance written in 
the State of Illinois, twenty-three legal reserve 
companies in 1921, 25.69 per cent of that busi- 
Life. Super- 
intendent Houston spoke highly of the atti- 
Hlinois 


ness was written in the Illinois 


tude of life insurance companies in 


toward his office, declaring that of all the in- 
surance companies under his supervision the 
life insurance companies caused the least trouble 
of any. 

In a letter from Eugene R. Pike, president of 
the Lincoln Park Board, the officers of the 
Life were congratulated upon the 
magnilicence of their new home office building. 
These remarks, coming from the president of 
Park 
ciated by the officers of the company, in view 
of the fact that the new building is practically 
one of the show places of the Lake Shore drive 
and the Lincoln Park section of the city. 

It seemed eminently fitting that the men in 
the field who have helped to make the Illinois 
Life Insurance Company what it is to-day 
should have a place on the program at these 
exercises, and speeches were made by William 


Illinois 


the Lincoln Board, are greatly appre- 


B. Davis, general agent of the Southwestern 
department; Thomas J. agency 
manager, Michigan State agency, and Eugene 
C. Wharf, general agent, Wabash Valley agency. 
Their remarks were all laudatory of the offi- 


Henderson, 


cials of the company, and their efforts in be- 
half of the company. 

Following the reading of a record of the 
articles placed in the cornerstone, President 
James W. Stevens was presented with a silver 
trowel, and proceeded to seal up the cornerstone 


with its copper box securely fastened inside. 
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Money Rates 
and Your Mortgage Loans 


Financial reports show that money is cheaper. It is harder to 
get good returns on funds invested. 


Have you looked into your expenses in handling your mort- 


The heavy burden of re-examination of abstracts and other 
investigations can be materially reduced by our 


National Title Insurance Policies 
on Farm Mortgage Loans 


We insure titles anywhere in the United States. 
Ask for Our Special Booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 


COMPANY 
135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 
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AGENTS WANTED! 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President . J. M. Yoes, Secretary 











SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 


Standard and Sub-Standard Risks. 
If You Are Already Writing Insurance Stop That 


Leak in Your Income by Placing Your Declined 
Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 
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(Continued from page 4) 

less performed a titanic task in bringing order out of chaos and 
a conserving the interests of their policyholders during the 
jong and heartrending period of the German occupation. But 
5 have said before, the issues involved are so complex as 
o make a brief presentation impossible, but I could not refrain 
om using this opportunity to at least bring the more essential 
facts to your notice, with the suggestion that the war history 
of legal reserve life insurance companies is a chapter to which 
aery underwriter can point with pardonable pride. 

VII 
INSURANCE EDUCATION 

The foregoing observations naturally lead to the larger ques- 
tion of insurance education. Such education may have for 
is restricted objective the training of actuaries or other tech- 
nical insurance officials for a systematic development of knowl- 
edge likely to aid the educated to secure new business results 
above the average. There is unquestionably a neglected op- 
portunity to teach much that may be of use in particular cases, 
while on the other hand there is serious danger of confusing 
the mental attitude most likely to prove successful in the 
underwriting profession; for it is no: knowledge that aids the 
educated so much as it is a sympathetic understanding of the 
needs of the applicant for the insurance protection offered. 
The courses which have been developed in connection with 
higher institutions of learning, or otherwise, vary widely as 
regards their intrinsic merit and practical use. It is unfortunate 
that most of the text-books and so many of the publications for 





education purposes in insurance should have been written by 
men not actively engaged in the practice of life underwriting. 
It is the vice inherent in so many text-books used for educa- 
tional purposes that the writers are prone to teach but loath 
to practice the art or the science described. It is not often that 
the teacher speaks from actual experience, which in the long 
run is, as it ever must be, the best guide. The mental attitude 
has much to do with the question at issue, and I am afraid that 
a serious error is made by those who speak of insurance sales- 
manship in the same sense as the term is properly applicable 
to ordinary transactions in trade and industry. As far as I am 
ina position to judge, the whole development of life insurance 
is opposed to the theory that it is, or at least will remain, a 
commercial enterprise, while, quite to the contrary, it tends more- 
over towards the highest status of a social institution. Waiving 
this question, it may not be out of place for me to say that 
one of the best courses in life insurance salesmanship is the 
™ issued by the Canada Life, representing a large amount 
ol carefully digested information on practically every important 
aspect of the business. The outline of this course, briefly pre- 
sented, is as follows: (1) The field, the work and the equip- 
ment; (2) an historical survey of the company; (3) a brief 
‘urvey of life insurance and its principles; (4) policy plans and 
their uses - (5) getting prospects; (6) arguments for life in- 


§ « fm) . ° 
‘urance; (7) the system and service of insurance; (8) methods 
1S iia 
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competition; (10) on the closing of the sale; (11) on the 
monthly income plan; (12) on business insurance; (13) on 
some fundamental questions; and (14) some illustrations of 
sales arguments. I have given the outline in full to emphasize 
what is apparently the consensus of qualified opinion as to how 
insurance instruction for agency purposes should be reduced 


to the workable basis of a systematic training course. 


READING COURSES 

A different point of view is presented in the so-called reading 
courses on insurance, where the student ‘is required to make 
himself familiar with authentic contributions to insurance 
science, historical, theoretical, or practical, as the case may be. 
The difficulty in most of these efforts has been that each writer 
presents his own viewpoint without reference to the other ele- 
ments under consideration, with the result that the homogeneous 
correlation is wanting and that the furtherance of a clearly 
understood objective 6n the part of the student is missed. An 
excellent illustration of a reading course is the one of the 
Connecticut Mutual Life Insurance Company, prepared by the 
company’s officers, and including a large variety of subjects, all 
of which are of real and practical value to the agent. There 
could be no more serious mistake than to assume that only 
the reading that leads directly to business results is of value. 
In fact, it may be argued with much greater emphasis that the 
broad knowledge which the agent has of the business in its 
historical, theoretical and practical aspects is most likely to 
help him materially in his work. Of these requirements perhaps 
the most important at the outset is a sound knowledge of the 
history of the company represented and its development in 
matters of detail from possibly a proprietary into a mutual in- 
stitution, or from non-participating to participating policy con- 
tracts, or vice versa. The reading course of the Connecticut 
Mutual Life Insurance Company includes such interesting and 
important questions as tontine insurance, farm loans, soils and 
soil types, interest earnings and investments, immediate and 
deferred settlements, annuities and long term endowments, the 
desirability of an insurance estate, the medical department, and 
more directly to the purpose of securing business results, ques- 
tions of selection, salesmanship, methods of securing prospects, 
preparing the interview, creating the desire, why young men 
should insure, how to deliver a policy, soliciting in rural terri- 
tories, etc. These readings are emphasized by lessons in detail, 
most carefully worked out in conformity to teaching practice, 
covering such subjects as the history of the company (in four 
lessons ), the basic principles of life insurance (in four lessons), 
the study of the policy contract (in three lessons), a review of 
the policy, a study of the total and permanent disability agree- 
ment, in one lesson each. These are followed by an analysis 
of the financial statement—the rate book—the dividend book— 
(in one lesson), on income insurance (in three lessons), an- 
nuities (one lesson), and the agent—his duties and obligations 
(one lesson). 

(To be continued) 





AMERICAN NATIONAL MEETING 
Agents to Meet in Home Office at 
Galveston 
ae agency force of the American National 
re ance Company will have a two-day meet- 
8 in the Hotel Galveston, Tex., 


August II and 12. 








Galvez, points. 











Coincident with this meet- 
ing the Amico Club of the erdinary depart- 
ment will hold its regular annual sessions. 
he meetings will, in the main, consist of 
discussions of business conditions and selling 
Except for an address of welcome, the 


25 


entire program will be extemporaneous, it is 
said. 

The main social events scheduled are a ban- 
quet the first evening at the Hotel Galvez. On 
Saturday afternoon a sail along the Gulf coast 
will be the chief attraction. 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 





A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA. 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office 
Insurance Exchange 























PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


sy 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 


Up to December 31, 1921, we had paid $1,736,129,- 
572 to policyholders and beneficiaries, and had ac- 
cumulated $675,319,164 for them. Dividends to 
policyholders totaled $361,465,227 in the same period. 


Total insurance in force at the end of 1921, $2,472,- 
651,779. 


Corporations and Partnerships protected by Busi- 
ness Insurance, Inheritance tax provision for large or 
small estates. Philanthropic institutions endowed. 
Income policies for the protection of homes and de- 
pendents. Annuities for the aged. Up-to-date Dis- 
ability and Double Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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Casualty, Surety, Etc. 
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FIRE AND CREDIT INSURANCE DECISIONS 


By Harry B. Brapsury, of the New York Bar 

















————————— 
Fire Insurance 

Waiver of proof of loss by denying liabil- 
ity; effect of reservation of rights in notice 
denying liability. 

One of the conditions of a fire policy was 
that within sixty days after a fire the insured 
should render a written, signed and verified 
statement to the insurance company giving a 
complete inventory of the property destroyed 
and the property damaged, the interest of the 
igsured and of all others in the property, the 
cash value of each item and the loss thereon, 
all incumbrances, all other insurance, any 
changes in the title, use, occupation, location, 
possession or exposure of the property since 
issuing the policy and the other information 
ysually required by fire policies, and that a loss 
should not become payable until sixty days after 
the furnishing of such proofs. This was made 
a condition precedent to a recovery on the pol- 
icy. The insured gave immediate oral notice 
of the fire and eleven days later gave further 
written notice and asked for proof blanks. The 
company did not send blanks but eight days 
after the request for blanks was received sent 
a written denial of liability to the insured, but 
reserving all its rights under the policy. The 
insured did not file any proofs but brought ac- 
tion on the policy. It was held that the com- 
pany had waived the right to demand proofs 
by denying liability. The company insisted 
that by the reservation of rights under the pol- 
icy it had not waived the right to proofs and 
cited the cases of Dull v. Royal Ins. Co., 159 
Mich. 671; 124 N. W. 533; and Phoenix Ins. 
Co. v. Minner, 64 Ark. 591; 44 S. W. 75; as 
authorities for this proposition. The court, 
however, distinguished those cases and held 
that the right to demand proofs had been 
waived. AZtna Ins. Co. v. Indiana National 
Life Ins. Co., Ind. Sa ed Se 

Waiver of failure to file proofs in time; 
company requesting investigation by fire 
marshal; insured waiting result of that in- 
vestigation before filing proofs. 





The insurance company, after a loss by fire, 
suspecting fraud, requested an investigation by 
a fire marshal, regarding the circumstances sur- 
rounding the fire. Pending the result of that 
investigation the insured failed to file proofs of 
loss within sixty days as required by the pol- 
icy. It was held that under such circumstances 
the jury was justified in finding that the com- 
pany had waived the provision as to filing proofs 
within sixty days. Ohio Farmers Ins. Co. v. 
Cochran, Ohio, ae BN a Oe 7 

In the last-mentioned court re- 
marked: “It is time to get away from some of 
the old-time doctrines—insuring the owner of 
property in 1 line, and then uninsuring him in 
contractual right 





case the 


the next 99, involving his 
in a maze of conditions precedent, conditions 
subsequent, conditions directory, and conditions 
mandatory, under a contract, requiring formal 
and technical exactness as to the manner and 
form of all these policy provisions in insur- 
ance risks, which are not required in any other 
kind of contract.” 

Change of use of premises; makes policy 
voidable merely, even though policy states 
it is “void” if such change is made. 

Under a fire policy providing that it shall be 
“void” if there is a change in the use of the in- 
sured premises such as are therein specified, 
means only that it shall be voidable, at the selec- 
tion of the insurance company; and where the 
building was suspected by an agent and an offi- 
cer of the company after the change was made 
and the policy was not canceled by the company 
because of the change in the use of the building, 
it was held that such provision of the policy was 
waived, even though the policy provided that no 
provision thereof should be waived except by a 
written endorsement thereon signed by an officer 
of the company, as, under such circumstances 
this latter provision was also waived. 42tna Ins. 
Co. v. Indiana National Life Ins. Co., ——— 
Ind. ———; 133 N. E. 4. 

Award of attorney’s fees to insured when 
parties fail to agree on amount of loss and 





Fat Men Better Risks Than Thin 

_ Trenton, N. J., August 8.—Fat men, pro- 
lane men, married men, “nuts” and “cranks” 
are the most honest. So declared Frederic M. 
Withey, vice-president of the National Surety 
Company of New York, in addressing Trenton 
Rotary at a luncheon at the Stacy-Trent Hotel 
here to-day. He added that women are more 
honest than men, and therefore regarded as 
the best risks, 

_Mr. Withey also stated that the Anglo- 
Saxon is honest from principle, and the Chinese 
through fear, that 70 per cent of embezzlements 
yd committed by men 30 years old or younger, 
while the middle-aged man seldom goes wrong, 
but that when he does he goes the limit and 
makes a good job of it. 

Among the types of persons singled out by 





Mr. Withey as not being good risks are oil pro- 
moters and their employees, racetrack men and 
theatrical people, not because they are inherently 
dishonest but because of the atmosphere of 


legal action is necessary; when act providing 
for such attorney's fees is unconstitutional. 
An act of Indiana providing that where, un- 
der a policy covering loss by fire, lightning or 
tornado, the parties could not agree on the 
amount of the loss or to an arbitration, and 
the insured was compelled to bring an action 
on the policy, that reasonable attorney’s fees 
should be awarded to the insured in addition to 
the loss, was held to be unconstitutional in that 
it applied to one form of insurance only and 
Fidelity Phenix Fire Ins. Co. v. 
135 S. N. Eo 3863 


not to all. 
Purlee, ——— Ind. 


Credit Insurance 

Additional premiums; meaning of term 
“gross sales” when insurance limited to sales 
to customers having first or second credit 
rating. 

A policy of credit insurance provided that it 
covered only losses from sales to customers 
having a first or second class rating with Brad- 
The premium was based on “gross 
sales.’ The minimum premium was based on 
sales of $200,000. The gross sales to all cus- 
tomers during the policy period amounted to 
$326,206.79. But the sales to customers having 
a first or a second class rating amounted to less 
than $200,000. The insured contended that he 
was required to pay premiums on the sales 
made to customers who had first and second 
class ratings only. The court, however, held 
that “gross shipments and deliveries of mer- 
chandise made during the policy period” as 
specified in the policy, meant gross shipments 
and deliveries of merchandise made by the in- 
sured to all his customers during the policy 
period, whether they were in the first, second 
or third rating, or whether they were unrated 
and regardless of the amount of any particular 
shipment or delivery. The amount of the pre- 
mium awarded to the company therefore was 
based on the total gross sales. London Guar- 
antee and <Alccident Co. v. Jacobson, 

Mass. ———:; 134 N. E. 122. 


street’s. 





Widens Brokerage Service 
An extension of its service to brokers has 
been announced by Thomas J. Graham, Metro- 
politan manager of the Globe Indemnity Com- 
pany of Newark. 





their business or profession. 





~ SEMI-ANNUAL STATEMENTS 





Figures of Miscellaneous Companies Taken From Their Reports as of June 30, 1922, to Georgia Insurance Department. 






























Name and Location of Company Cash | Net Cash Claims 
Capital Assets Surplus Premiums Paid 
3 $ 3 3 
A&tna Casualty and Surety, Conn 2,000,000 16,296,241 767,086 5,516,907 2 203 382 
American Credit Indemnity, N. Y. 350,000. 2 587,810 814,736 550,566 
American Re-Insurance, Pa 750,000 560,682) 478,908 1 
Georgia Casualty, Ga 300,540 354,215) 1,196,062 683 
Globe Indemnity, N. Y.......... 750,000 2,53 7,233,145 2,324,581 
London Guarantee and Accident, London. . 850,000 yt. 1,953, 6,720,745 3,534,283 
Loyal Protective, Mass.... . . .... 100,000 696,475 s 492,486 342,278 
Massachusetts Protective, Mass. . 100,000 2,683,334 569,385} 2,096,080 1,348,068 
North American Accident, Ill. . 200,000 1,125,148} 189/298} 982,125 427,017 
Ridgely Protective, Mass.... 100,000 616,701) 184,791| 637,691) 363,687 
Union Indemnity, La. . va8 1,000,000 3,979,617} 501,102 1,942,550 916,873 














THe SreCraATorR 














Public Accountant 











HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





Actuarial 





Actuarial 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


ee, 


JAMES H. WASHBURN, F. A. 1. 4, 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
emi-Tropical Business 


Cable Address: Gertract, New York 











Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hlume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. : , 
Temporary money advanced on strictly private 
arrangements. 
All communcations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 











JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 














Actuarial 








FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 
Complete Rate Books Formulated 


eT 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service® 


10 So. La Salle St. Chicago, Ill. 








“20 Years’ Experience Backs Our Service” 


| 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW York 


a 











es 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








F. M. SPEAKMAN, C. P, A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 
THE BOURSE PHILADELPHIA 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 

Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 

ATLANTA, GA. 


502 Forsyth Bldg. 








MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 3473 


CHICAGO 





—— 

















Insurance Examiners and Adjustes 





ee) 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 


NEW YORK 











NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. od 
With Twenty Years’ Practical Experience in Insurance ma! 
ment, underwriting, loss adjustment and investment depart 
of American and foreign insurance companies, desires od 
losses, procure capital, and handle fire, marine, life, casualty 
surety matters on per case or per diem basis. 


Address A. L. CAMERON 
Cable Address: Lawbond—New York 
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Miscellaneous Insurance 











insurance Examiners and -Adiusters 
senses 





Tel. John 1114-5 


CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE _— INVESTIGATIONS AND ADJUST: 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—We show 
results, Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
e, ‘Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 











ee 








Insurance Attorney 


ee 











Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











_ Part-Timers Analyzed 
(Continued from page 13) 


again, one of the in the world where the agent 
ot broker—the retailer—gets his hands on 
longing to the (the 
loses his head, spends that which does not belong to 
him and has 


cluding the 


few 
moneys be- 
office), often 


wholesaler home 


a vast number of people stirred up, in- 
frequently 
the 


of the broker who decamped is alleged to 


bewildered public, who 


asked to pay the 


are 


same premium twice because 


“authority” 


be the “duthority” of the insured. 
In every locality ‘‘full-timers’’ countenance with 
itritation the presence of indifferent ‘part-timers’? and 


would, as rational individuals, 
ot such if they felt 
The necessary 


proceed to rid the field 


sure of community co-operation. 


co-operation is to be achieved through 
activity of advisory 
in fe . ° 

m iact, in order to get good business, 


T= ° ” 
‘part-timers,” but usually 


“full-timers’”’ have, 
catered to the 
It is 
measured in 
indifferent 
is that 
commis- 
the in- 
Whatever he controls is through 
: defeat No 
barttimer of the sort now can eventually defeat “pull.” 
No “part-timer” of the 


underwriti : iti 
lderwriting knowledge or cares to learn underwriting. 


boards! These 
not with enthusiasm. 


4 great pity that courage has ever to be 
dollars and cents, but if the “ 
sort is ever to he barred, the 
which “full-timer”’ 
sions coming through 
different “ 
“pull.” 


part-timer” of 
courage needed 
will cause a to refuse the 
business controlled by 
part-timer.” 
Knowledge can 


eventually “pull.” 


sort now being considered has 


NEw 
determine the 


TREATMENT OF APPLICANTS 


It is far easier to status of “part- 


timers” , . : ‘ - 
imers now holding license than to question any first- 
time anplicar : 
€ applicant for license on the presumption that he 
Nas no f cae 5 . . al 

no future; that he will never survive. The de- 


+ 
Partment cannot he arbitrary. 


Teasonable intellig rence, of 
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good business 


individual 
he | reputation, if 
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reasonably prepared himself before he applies 


for license, 


neither the boards 


bh department 
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€ the attitude that there is no reason for the ap- 
Rather, the 
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Meant to be licensed, boards or the de- 


partment must emphatically show why he should not 
appear to the de- 
old field, 


new ap- 


Therefore, it would 


by boards of the 


be licensed. 
partment that a 
than 


survey 
concern as to the 


It may be mentioned here that 


rather immediate 
plicants, is advisable. 


insurance educational facilities are being planned, at 


this time, to give the novice opportunities he never 
had before to prepare for the business; and such 
preparation, unifcrm in all channels, will eventually 


be required of. all ‘‘full-time’ applicants by the de- 
partment. 

The ‘part-timer’? who causes the most marked irri- 
tation to the department is he or she who has gotten 
a Jicense for the 
or her own properties or business interests. 
number of this type of ‘‘part-timers 
handful of (annually 
owned in part or whole by the licensee. 


“full-time”? agent to insure, 


placing of business on his 
The major 
a mere 


mainly 
”” control 


writings renewed) on _ risks 


None would 


question the right of any 


with the company’s consent, his own home and ob- 
tain insurance at cost (less commission); and none 
would inveigh against a “full-timer’ saving commis- 


sions on one or more properties entirely owned by him 
because it is plain that the commissions incident thereto 
annual income. But, 
and an easy so that all criti- 
hard-and-fast put 
bg arrange 


are the merest fraction of his 


there is a solution, one, 


may be avoided and a rule 
Agent A., “full-timer, 
with his neighbor, Agent B., “‘full-timer, 
of business; 
“balance of commissions’ 


cism 
can easily 
so that there 


into effect. 
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“swap each covering the other’s 


The 


several ways. 


is a 


property. can be main- 
tained in 


FOREMOST CLUB IN SESSION 


Cleveland Life Men at Lake of Bays, 
Ontario 

The Foremost Club of the Cleveland Life 
Insurance Company is holding sessions from 
August 7-12 at Bigwin Inn, Lake of Bays, On- 
The agents gathered Monday at the 
home office, where they listened to addresses by 
officials of the company, dined at the Cleveland 
Athletic Club, and at 11:30 departed on sleepers 
Toronto. 
Business sessions began Wednesday morning 


tario. 


for 
at Bigwin Inn. These are in the nature of one 
or two addresses on special subjects each morn- 
ing and afternoon. The agents will start for 
Cleveland early Friday morning, arriving Satur- 
day and will then spend the day at 
the Co-workers Country Club of the Cleveland 
Life. 


morning, 





PERSONAL ITEMS 





William Byron Forbush, Ph.D., Litt.D., 
author of “The Boy Problem” and well known 
as a specialist in juvenile character develop- 
ment methods, has been appointed to direct the 
National Surety Company’s movement for giv- 
ing courses of instruction in honesty in public 
schools throughout the United States. 

A. Irving Brewster, who has been advertis- 
ing manager of the National Liberty Insurance 
Company, has resigned. 


Stokes Rearranges Western Field 


Everard C. Stokes, United States manager of 
the Royal Exchange Assurance, who is in the 
Middle West, has rearranged the fields of three 
of the special agents following the death of 
Special Agent R. W. Grim of Ohio. 

J. W. Tallman, who has been special agent in 
Indiana, has been transferred to the Ohio field, 
with headquarters at Columbus. John Bauer, 
special agent for Illinois and Iowa, relinquishes 
the State of Iowa and will now have charge of 
the States of Illinois and Indiana. A. H. 
Stokes, special agent in Minnesota, has had 
Iowa added to his field. 





C. H. Cushman Earns Promotion 

C. H. Cushman, who has served in the agency 
and other departments of the Southern States 
Life Insurance Company, Atlanta, Ga., has re- 
cently been promoted to the position of agency 
secretary. Mr. Cushman has earred the con- 
fidence of his superiors by his hard work and 
good judgment. 


H. Clay Brown Doing Well 

The many friends of H. Clay Brown will be 
glad to hear that he has resigned as superin- 
tendent of agencies of the Louisiana State Life 
Insurance Company of Shreveport, La., to ac- 
cept a general agency contract. Mr. Brown is 
doing very well, having written in fifteen days 
$72,000 of business. 


SEMI-ANNUAL STATEMENTS 


Data from Reports to  Georgh 1 Insurance De partme nt as of June 30, 1922 










































Name and Location of Company Cash Net | Cash | Claims 
Capital Surplus | Premiums Paid 
$ $ | $ | $ 
Bankers Reserve Life, Neb.......... 100,000 12,274,383) 1,547,884) 1, 321, 198| 166,038 
Cloverleaf Life and Casualty, Til 200,000} 680,423} 44 365 15,770 
Conservative Life, W. Va 349,650} 2,277,176) 177,398) 68,500 
Federal Life, Il mee 300,000} 5,696,417) 58, 178} 473,828 
Guarantee Fund L ife, “Neb oe: 5,488,462 4,101,354} 430,820 
Tiger eD IN es 6k Rakewitaacnecas acs wy Weare | 44 459,948} 1,376,05 52| 1,692,165 
Liberty MERI tROS | on pace cSea ee eeensech. phe 10,599} 976) le 4,928 
Maryland Assurance, Md..... .. 500,000) 895,121) 55,680} 100: 399) 6,611 
Massachusetts Mutual Life, Mass ree 154,709 067! i | t 
Michigan Mutual Life, Mich 250,000] 16,290,312 727,556} 1,080,966) 616,191 
Morris Plans, N. V..........: 100,000: 340,977) 201,884} 94,361) 15,369 
Weheaat Balen es Ms es i656 a ..| 688,399, 630) t | 51,312,080) 16,393,311 
National Life a i pee are } ai 919. 399) + 522,519} 260,108 
National Life, V RP Soe eer ere te 3,743,934} 5,001,185 2,388,021 
Pan-American Life Rake. 5. 23 1,000,000 701,986 1,141,098| 35 
Penn Mutual Life, Pa......... ; ee | 234, ‘608. 396 * 20,428,026 
Provident Life and Accident, Tenn ; | 300,000} Be 270, 737 157 824 736,172 
Provident Life and Trust, Pa. ee ie 2,000,000} 7 364} 11, 300, 743| 
Reserve Loan Life, Ind.......... 100,000 559,205 5 | 
Security Life and Trust, N. C.. 150,000} 72) 
Southern, Tenn Sb MN Sa penn ee) 155,635 | 343,782!| 6,42\ 
Southern States Life, Ala............ 100 000} 2¢ 435,892) 107 ,803 
Samet EG Ge 6 ie econ ee 125,000} 40, 147 441,417) 60,601 
Sigio Bie Mie ic. fh cketansc S a - simedlin he. eres 2,065,000 2,261,117! ena 955 
Union Central Life, Ohio... . 2,500,000} 7, 6,698,933 12,657,649 270,877 
United Life and Accident, N.H...... ........ 500,000 2°342'563| 250,304 392,992 °190,083 
Volunteer State Life, Femm......00 6-2 .cces 500,000 6,836, '099| 100,000 707,641| 129,365 
| 














* All | funds assigned to Liabilities. + Not given. 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 








THE COMPANY. 
THE MANAGEMENT. Practical insurance men of lon 


THE TERRITORY. 


DANIEL BOONE, President 


MIDLAND LIFE INSURANCE COMPAN) 


KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas Ci 


: & experien 
and conspicuous success. : 


MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territsy 
in the country to-day. y 


DANIEL BOONE, Jr., Secretary 




















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 

‘Two good personal producers may combine 

to get contract. 

If you cannot produce personally do not 

apply. 


Address West Virginia, care of THe SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











i , 


We Want Real Men 


with ability and resources to 
develop three or four counties, 


getting and handling sub- 


agents, in Ohio, Indiana, 
Illinois, Missouri or Iowa. 
FARMERS NATIONAL LIFE INS. Co. 


F. N. L. Building, 3401 Michigan Ave. 
CHICAGO, ILLINOIS 








INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life'Insurance. 
Both operate to the advantage of Great-West Life Agents. Our Policies are easy to sell—liberal 
in terms, but soundly The Company’s record is one of unequalled progress, paralleled 
by efficient and economical operation. @ 

We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg. 




















EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
on and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








1857 1922 


The Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 





NEW and up to date policy 
contracts. REAL SERVICE 
to Policy holdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
nsuran oCo an ———, to serve its — 
an Olicyholders satisfac- 

C mp VA torily. SOME GOOD terri- 

tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres’t 





DES MOINES, IOWA 














OLS SCN IT BE I 
C. E, Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fle. 
Accident and Health Insurance Commercial and Industrial 











Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 


An attractive contract wil be given the right man. 
Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 


City Hall Station, New York 











GEORGE WASHINGTON LIFE INSURANCE C0. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 














Thursday 





Augt 


rr w~ 





Thursday 


PAA 


substantial 
insas City, 


Xperience 


AHOMA 


t territory 


Secretary 
———, 


AL Ea 
Policy 
VICE 
ents. 
tht of 
id big 
gency 
isface 
terri« 
\UTH 
rents. 
>res't 
CAEN et 





RP 
retary 


Y 


trial 


August 10, 1922 





THE SPECTATOR 














=e 





STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 





PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 








‘*Life Insurance and 


—HowTo Sell It’ 


ERE’S A BOOK “chock full” of the 


newest there is in life insurance salesman- 





=S> Sf —- or eH — as 
wero o =e 
SS23Fs i 








ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 


ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 


Incorporated 
Box 617 Louisville, Ky. 
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THE 


Eureka Life Insurance Co. 


OF 
BALTIMORE, MARYLAND 


Issues all modern forms of Life Insurance 
Policies in amounts from $6.00 to $500.00 on 
the Industrial Plan and from $500.00 to 
$50,000 on the Ordinary Plan. 


The EUREKA LIFE is a regular old line 
legal reserve stock life insurance com- 
pany, incorporated in 1882, and is this year 


celebrating its FORTIETH ANNIVERSARY. 


J. C. Maginnis, President 
J. Barry Mahool, First Vice-President 
Edw. Plummer, Second Vice-President 
Josh. N. Warfield, Secretary and Treasurer 
J. Howard Iglehart, Medical Director 
Edward Novak, Associate Medical Director 
A. V. Weaver, Asst. Secretary and Treasurer 
C. O. Hall, Auditor 
Julius H. Wyman, Counsel 
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To the Man Who is Willing—and Will 


S a 
URRENDER AT SAN 2 


ONT-TE 
We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 
For Contracts and Territory, address 


H. M. HARGROVE, President . . . BEAUMONT, TEXAS 


PAN-AMERICAN 


LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 

1921 ; $10,007,098,20 
New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 

ber 31, 1921 87,648,741.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up. 
to-date in every respect. Our Substandard Depart. 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us, 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S., A. 

















Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
rénewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga. 














Organized 1871 


Life Insurance Company of Virgitis 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies fron 
$1,000.00 to $50,000.00, and Industrial Policies from 


$12.50 to $1,000.00 


Condition on December 31, 1921 

$28,308,449.13 

25,109,146.04 

Capital and Surplus 3,199,303.09 

Insurance in Force 214,188,461 00 

Payments to Policyholders 1,897,435.45 

Total Payments to Policyholders since 
Organization 


JOHN G. WALKER, President 


$27,720,705.42 

















Fourth Edition—Revised 


OBJECTIONS AND ANSWERS 


By Ira C. EDWARDS 





A book for life insurance agents designed to meet 
possible objections and evasions set up by prospects 
against life insurance. 

Full of Humor and Sound Common Sense. 

Meets all objections of the Scoffer and the Student 


Price per copy—$1.50. 
THE SPECTATOR COMPANY 


135 WiLL1aM STREET 


Curicago OFrFicE 
NEW YORK 


Insurance Excuancr 








TWO BOOKS OF REAL MERIT 


The Real Estate Educator 


F. M. PAYNE, (New Edition 1920) 


A repository of useful information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Men. What 
you NEED to know, what you OUGHT to know. The 
New 1920 Edition contains The Federal Farm Loan Sys- 
tem, How to Appraise eer How to Advertise Real 
Estate, HOW TO SELL REAL ESTATE, The Torrens 
System, Available U. S. Lands for Homesteads, The A 
B C’s of Realty and other useful information. 

208 pages cloth, $2.00 postpaid. 


The Vest Pocket Lawyer 


This instructive book contains the kind of information 
most people want. You can know the law—what to do— 
what to avoid. It is a daily guide—a manual of refet- 
ence for the business man—the law student—the justice 
of the peace—the notary public—the farmer—the rey 
man—the merchant—the banker—the doctor. 3 
pages printed on bible paper. Cloth $1.50. 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 Wrv1aM STREET 
NEW YORK 


InsuRANCE ExcHANGE 
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A VALUABLE SET OF ACTUARIAL BOOKS 


ILUNOIS ILLINOIS ILLINOIS 
STANDARD STANDARD STANDARD 
TABLES TABLES TABLES 


— ~~ ——— 


FACKLER FACKLER = FACKLER 
AND Ano AND 
FACKLER FACKLER = FACKLER 


iene a 





e VOLUME VOLUME 
I lt 


MEAN COST OF 
RESERVES — INSURANCE 


RESERVES 


weet a ~~ 


THE TUE THE 














SPECTATOR SPECTATOR SPECTATOR 
COMPANY COMPANY COMPANY 





VOLUMES I AND II NOW AVAILABLE 


Illinois Standard Tables 


NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 


Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 
Volume II. Mean Reserves. 














Volume III. Cost of Insurance. 


Set of Three 


Volumes 


$25.00 FACKLER & FACKLER $60.00 


Consulting Actuaries 


Single Volume Computed by 























THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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J.B.Powers, Chairman of theBoard Darwin W.Johnson,Pres. 1. Smith Homans, Sec’y & Actuary 
Thos J Johnson, Treas.” LouisjG. Russell, Vice-Pres. & Mgr., Industrial Dept 
D. G. Roach, Field Megr., Ordinary Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bidg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 





HOME LIFE INSURANCE COMPAN 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 
Premiums received during the year 1921........cccccccsces 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc 
Amount Added to the Insurance Reserve Funds 
Net Interest Income from Investment ; 
($642,638 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force 
Admitted Assets 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents j 
256 BROADWAY NEW Yor : 











WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 


The Republic — 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance, 
Fidelity and Surety Bonds 








WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 





OR 


‘GRAND RAPIDS LABEL CO. 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 








Largest Fraternal Benefit. Society of Women in the Wa 


Miss Bina M. West 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES a 


4 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to 


Miss Frances D. Partridge 


Supreme Commander Supreme Record Keeper 





Port Huron, Michigan : 





Port Huron, Michigan 
WE WANT AGENTS: 

é contracts for men of good reputation, © 

“THE COMPANY OF CO-OPERATION” 


to push our five=-point-nine policies, © 
THE DES MOINES LIFE & ANNUITY C0. 


Excellent Iowa territory and liberal 
A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa” 





FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
New Edition—1922 
This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 
Fire Protection and Upkeep. 

The general subjects which are treated in much detail in this valuable book, are: 
Lighting Hazards—Heating Hazards—WMiscellaneous Stationary Heating Devices Requiring 
Special Treatment—Commonly Found Miscellaneous Hazards—Power Hazards—Chemicals, 
Paints and Oils—Spontaneous Ignition and Dust Explosions—Care and Maintenance— 
Chimneys and Flues in Dwellings—Dwelling House Hazards—Automatic Sprinklers—Water 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protectionin General 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 








CHICAGO NEW YORK 





SALARY AND COMMISSION | 


offered to capable man to organize an im-) 
portant open territory, comprising five coun 


Address 
W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 


ties in Pennsylvania. 
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THE LEADING FIRE COMPANY 


COMPANY 
LIMITED 











Velidelityan (sualty @mpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1922— 
Total Assets = Over Twenty-five Million Dollars 
Total Reserves - - Over Nineteen Million Dollars 
Surplusto Policy Holders - - Over Six Million Dollars 
Losses paid to Dec. 31, 1921 Over Eighty-six Million Dollars 





Saaiaiceaiaeaiinesions 
CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 
LIABILITY Casualty Insurance| con7Ract 
COMPENSATION a J FIDUCIARY 
AUTOMOBILE d DEPOSITORY 

BURGLARY an OFFICIAL 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















“INSURANCE THAT INSURES”’ 














ASSETS OVER 
t ACOO0OO. 


Gaaaran Ae Fumd 
Ric 


ssociation 
@aitolater 
PURE LIFE 


CONTRAGTS fe INSURANCE 
EN OF ABILITY PROTECTION 








INTER-OCEAN CASUALTY COMPANY 


Founpep 1903 
CINCINNATI, OHIO 


Premium Income, 1921 

Increase Over 1920 

Admitted Assets, December 31, 1921 
Increase Over 1920 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President Ww. G. ALPAUGH, Secretary 


$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Central 
States 

















Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 


W. T. GRANT, President KANSAS CITY, MO. 








List of American Life Insurance Companies 
(Revised to Date) 


Two hundred and ninety-two American legal reserve insur- 
ance companies are now licensed to transact business. Their 
corporate titles, location of head office, capital, names of presi- 
dents and secretaries, are given in convenient form in four pages, 
printed on bond paper, and will be found useful by every com- 
pany, manager and agent. 

PRICE, 50 CENTS PER COPY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a Callege Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, Ill., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 

Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 














Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 
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JUST PUBLISHED 


AGENTS AND BROKERS! ADD TO YOUR INCOME 
LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


By EDWARD C. LUNT 
A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 


Preliminary and General Topics Judicial Bonds 
The Lrg potion Pie eae Risks from the Stand= Contract Bonds 
point of the Principa Deposi = 
Underwriting of Fidelity Bonds from the Stand- mneEenery ports 
: : Fiduciary Bonds 
point of the Obligee The Custody of Collateral Securit 
Special Classes of Fidelity Bonds hibition B PERE REET 
Position Fidelity Bonds Prohibition scant 
Special Fidelity Bond Topics License and Permit Bonds 
Bankers’ Blanket Bonds Special Classes of Surety Bonds 
Public Official Bonds—General Considerations Automobile-Conversion Bonds 
Public Official Bonds—Certain Important Species A Diffident Word to Home Office Executives 
of the Genus Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


Anappendix contains a Tabular Index which is described as ‘‘First Aid to Agents,”’ and which, with notes, occupies 12 pages. It lists about all the important kinds 
of bonds that commonly come up in the day’s work, shows the classification of each, lists the page of the General Manual where it is treated and the Section of 
this book where it is dealt with, and refers to notes giving general underwriting information about particular bonds. 


Surety Bonds contains 370 pages of information which will be found of great service by surety underwriters, agents and brokers. 


Price per Copy, $2.50, delivered. Discounts in Quantities 


THE SPECTATOR COMPANY 
SELLING AGENTS 

















To All Insurance Men: 





The Business 


F THE NATION and of Life Insurance is firmly united. Both 

are making headway. Our Government, Federal and State, 
needs the whole=hearted support of every Intelligent Citizen in 
building up an Enlightened Public Opinion strong in its respect 
for the Constitution and the Law. The countrywide acceptance of 
Life Insurance as a Great American Institution gives to Insurance 
Men a supreme opportunity to contribute to this Patriotic Service. 


Let Us Do Our Part 





New England Mutual Life Insurance Company 
87 Milk Street, Boston, Mass. 
Chartered 1835 

















